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Handles That Never 


Here is the line you have wanted. A high grade line of forks, 
rakes and hoes with handles that cannot break, and cannot 
become loose—tools with all handles of the same grade, the best! 
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The CORKSTEEL line includes forks, rakes, 
*oes and hooks of approved design and size 
that have a steady sale Only one grade is 
made — the best. Quantity production of a 
limited number ofitems permits the low price 
with high quality of CORKSTEEL Tools. 


























troubles met with wood handles. Every 

CORKSTEEL handle is uniform — every 
one is a first grade handle that will not break. 
Handles are made of a special high grade steel 
and wrapped with hard pressed cork — put on 
with waterproof cement so it will not come off. 


Bey Handles overcome all the 


These attractive tools have an immediate appeal 
to the buyer. The perfectly balanced, cork covered 
handles feel good in the hand. And they are so 
attached to the toolsthatthey cannot come off. 
The handles are of the same weight, but are 
stronger and will last longer than the best tools 
with wood handles — and they cost no more! 


CORKSTEEL Tools 
Sell Themselves 


Get acquainted with CORKSTEEL. The quality 
is evident and they sell on sight. Send in an 
order for an assortment. If the goods are not 
satisfactory, send them back. Could we make 
a fairer offer? 


MADE ONLY BY 


THE CONNORS 
HOE & TOOL COMPANY 


COLUMBUS, OHIO 
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spicuous. This dictum of the French couturier applies, as 
well, to any silverware pattern that is to live and be long 


cherished. Thus, the Argosy, a new motif in 1847 ROGERS 


Bros. Silverplate, is destined to win and hold your admir- 4 
: : : : — BI: ML 
ation. It is smartly plain without being cold, exquisite yet ; 


not ornate. It may be had not only in knives, forks and | 
spoons but also in matching tea and coffee sets—and in all F 
the other pieces that add distinction to your table and your 
home Your dealer will show you the Argosy, and gladly. 


1847 ROGERS BROS: 


SEE VERCLA TS AY 
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POSTSCRIPT: Booklet A-90 
of ARGOSY design, in flatware and 
hollowware, will be sent gladly on 
request. International Silver Co., 
Dept. E., Meriden, Connecticut. 





Sacesrooms: New Yor«k, CuicaGo, SAN Francisco 


Tuts ADVERTISEMENT, in Color, appears in The Saturday Evening Post, January 8, 1927 
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To be truly chic, a frock must be conspicuously incon- 


. Canapa: INTERNATIONAL Sttver Company or CANapA, Limitep, Hamitton, ONTARIO 
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Success is attainable only by continued concen- 
trated effort toward a definite goal 


For more than a quarter of a century, the 
Peerless organization has labored constantly 
for one ideal—perfection in fan performance. 
The reputation which Peerless fans bear is 
oratifying evidence that we have accom- 
plished much. It is solidly built upon the 
expressed satisfaction of hundredsof Peerless 
dealers. 


Our 1927 Catalog and Price List is now ready. 


The Peerless Electric Company 


WARREN, OHIO 














She Silent Fan 


MOTORS - GENERATORS - FANS 
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MORCO 


PIPE WRENCHES 
What Will 1927 Bring You? 


More —or less business? 
Greater—or smaller profits? 
















Year after year a larger number 
of dealers stock the Morco pipe 
wrench. They like the way it 
stands up in service and satisfies 
their customers—because satis- 
fied customers are the key to 
more business and increased 
profits. 


We would like to tell you why 
Morco pipe wrenches should 
be the first selection in your 


1927 stock. 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 35 


me Yofol <=) at Ol al l-y-1 
Nos. 440-450 


1. Blades are made from high-grade spe- 
cial steel which is further refined in 
dat-me) aelet-1 3 -Me) Mar-Tillie-ladlia-- 


Handles are made of selected hickory, 
heavily capped with genuine leather. 


Socket is reinforced with a heavy rim 
which prevents splitting. 


Sockets are reamed to a standard so 
that the handles fit properly. 


Well proportioned to stand severe 
usage. 











A chisel that in every way is 
in keeping with the high qual- 
ity of Stanley Tools. 








Designed especially for ar- 





tisans, but is also a fine chisel Stanley Socket Chisels 
for general work about the Nos. 440 and 450 
house or farm. SSS NS SO sn se) 







4] Stanley makes a complete line of wood- / 


working tools in keeping with the high } 
quality of Stanley Planes. 


| SELL THE LINE 


‘| This trade-mark is a means of identification ly 


THE STANLEY RULE AND LEVEL PLANT 
NEW BRITAIN, CONNECTICUT 
New York Chicago San Francisco Los Angeles Seattle 
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STAN LEY TOOLS 




















Canada’s 


Timken-Equipped 
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Timken Tapered Roller Bearings have an international rep- 
utation. They are so widely favored that there are Timken 
manufacturing plants in Canada, England, and France, as well 
as in the United States. Not only motor cars, but other types 
of machinery from other countries are Timken-equipped. 


In Canada The Taylor-Forbes Co., Ltd., of Guelph, Ontario, 
engineers Timken Bearings into several lawn mower models. 
This is in line with the best practice of a great many other 
leading lawn mower manufacturers. 


Timken-equipped mowers sell better because Timken 
Bearings are so well known. Timken-equipped mowers work 
better because they are so free of friction and other forms 
of wear. It takes nothing but very little lubrication all 
season to keep a Timken-equipped mower as good as new. 


That’s what builds the reputation of Timken-equipped 
makes, and builds business for dealers who can say “‘It is 


Timken-equipped”’. 
THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


TIMREN 


Tapered 


ROLLER BEARINGS 
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‘l would rather sell one roll of U. S. Poultry Fence 
than five of any other for when I sell one roll of U. S. 
it sells more for me,” writes a hardware retailer. 


And there, in a few words, is the story of the tre- 
mendous repeating sales power of U. S. Poultry 
Fence. It’s a story of consumer appreciation of a qual- 
ity article,a story of profitable turnover for the dealer. 


U. §. Poultry Fence, as the first choice of suc- 
cessful poultry raisers everywhere, has set new 
standards for sales and profits in poultry netting. 


Here, for the first time, is a poultry netting that 
buyers ask for by name. 


They know by experience that itis the only netting 
which fulfills every requirement of modern poultry 
husbandry. They know that it stretches straight and 
true from post to post without the aid of top rail or 


baseboard. They know that it never sags, bags or 
buckles. They have learned that U. S. costs less 
“put up” and gives longer years of service. 


Thousands of dealers over the country are build- 
ing customer good-will and realizing greater profits 
by stocking and selling U. S. Poultry Fence. 


Dealers everywhere use U.S. as aleader for they have 
found that the sale of this better poultry netting leads 
to the sale of many associated articles---staples, steel 
posts, poultry supplies, brooder stoves, incubators, 
hinges, hammers, nails and other profitable items. 


There’s a demand in your trade territory for this 
better poultry netting. If you are not already “cashing 
in with U. S.,’’ start now! On entering your orders, 
be sure to specify U. S. Poultry Fence---not just “poul- 
try netting.” 


Indiana Steel & Wire Company 


Muncie, : 


Indiana 
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AMERICAN 


_ SCREW 
COMPANY 














Wood Screws Machine Screws 
Stove Bolts Tire Bolts 





Largest Stock 
Greatest Assortment 


fim, 











Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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| For Those Seeking Unusual Clocks : 
| Ask to see these New “True Time Tellers” Ap 
| HE New Haven Clock Company offers popular daily. The clocks shown here are the 
to the trade a unique line of Alarm Clocks latest members of the Nationally Advertised 
| : and Time Pieces. Ask your jobber to show True Time Teller Family. Each clock is | 
you these new designs which are proving more tagged with consumer’s price. 
| i 
Vf i 
| 
2 1 
aa F 
7 1 
4 , 
4 r 
| r 
“3 : 
e | r 
Oval Alarm 
Height, 214 inches. Width, 354 inches. Square Tat-Too Jr. Alarm ee 
40-hour Movement, Back Bell Alarm. 2% inches Square, full size Silver Dial. er A 
Full Size Gold Dial, Skeleton Hands. 40-hour Movement, Back Bell Alarm, . 
Russet Bronze Case, Bowed Glass. Bowed Glass and French Open Hands. ! 
Resale Price $3.75 French Bronze Case. , & 4 
Resale Price, Plain $3.25. Radium $4.25 ee ee 
Smallest | 














Clock Made! . } 
¢ Gothic Tat-Too wi \y 
fh, Jr. Alarm \ 
aes - é 

Height, 3% inches; 
width, 2% _ inches. 
Fitted with a_ full 








size Gold Dial, 40- 
hour Movement, 
Back Bell Alarm. 
Russet Bronze Case, 
Bowed Glass. 


Octagon Traveler 





Illustration 2/3 
actual size 


Resale Price, 
Plain $3.75 
Radium $4.75 
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Silver Radium Dial ae 7 
with second hand. a: i 
Pull out stem set. wre Aw 
Nickel plated case. Manet ” 


+ 
a4 
Lae 
StS 
2 


Bowed glass. bo 
Resale Price, $4.50 
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THE EW AVEN LOCK CO. 
As ples’ © EW AVEN ONN. 1817 Lf jo —— 
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SAN FRANCISCO TORONTO 
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Sporting Goods Manufacturers: 
Is Your Advertising 


GOING OVER? 


Sporting goods are sold by many hardware 
dealers. The number is steadily increasing. 
Why? Because Hardware Age is constantly 
“selling” the hardware dealer upon the de- 
sirability of sporting goods as a line that is 
profitable to handle. 


Sporting goods advertising in Hardware Age 
is read for this reason. Your advertising 
will “go over” when you address it to the 
hardware dealer through the paper he relies 
on for buying information—Hardware Age. 


> 
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“One man” track. 
Easiest to put up. 


Hardest to wear 
out. 


No. 1068 Hanger illustrated here has pressed 
steel ball wheels, enclosed in a round track 
shielded from weather. The slot is at the very 
bottom of the track so that condensed moisture 
runs out and does not mingle with rust, scale 
and dirt to freeze and stop the hangers. Adjust- 
able three ways—for thin or thick doors—for 
movement up or down—to or away from 
building. 








Actual Size 
Note the wide 
tread and even 
bearing no matter 
how track tips or sags 

Ask for 225-page book showing all about Cannon 

Ball and find out how we help you sell it. 


Hunt-Helm-Ferris & Co., Inc. 


Albany HARVARD San Francisco 
New York ILLINOIS California 





Equipment 


HARDWARE AGE 


ON BALL 


Beats ’Em All 


Every pair of Cannon Ball Hangers you sell 
makes a friend for you. They just can’t stick or 
bind. After years of use they run just as easy as 
the day you put them up. 


11 





CANNON 
BALL 
HANGERS 


have steel 
ball wheels 
that always 


Bear Even 
Wear Even 
Run Even 


no matter how 
the building sags 
or warps. 

They last for 
years and years. 
Work in Cannon 
Ball track 
installed in 
straight runs or 
parallel runs at- 
tached to side 
wall or ceiling. 


Track With 
Storm 
Cover If 
Wanted 


Both tracks in 
all lengths. 


Cannon Ball Garage Door Sets embody 
all the good Cannon Ball features. For 
one to six doors—rolling, folding or around 
the corner. Complete sets in boxes—or 
separate parts just as you want them. 
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Identity 


HERE is only one OPAL Wire 

Screen Cloth. This is a trade 
name and trade mark registered in 
U. S. Patent Office and applies only 
to the special high quality, zinc 
coated after weaving product of the 
New York Wire Cloth Co. 


OPAL is supreme in durability, ap- 
pearance and all details of merit and 
value. It is everywhere recognized 
as the standard of quality by which 
others are judged. 


See that the trade mark name OPAL 
is on the label and on the identity tag 
attached to end of each roll. 


NEW YORK WIRE CLOTH CO. 


Manufacturers of golden and antique bronze, bright copper. 


zinc-coated and black enameled screen cloth- 


342 MADISON AVE. NEW YORK Works -York.Pa. 
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Champion 
Screw Drivers 


HAVE NEVER 
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Regular 





Electrician 





Special Machinist 


HARDWARE COMPANY 


Reg. U. 8. Pat. Off. 





TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 
ESTABLISHED 1854 INCORPORATED 1864 
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Our Galvanized Hardware Cloth Is Durable 








When you sell a roll or a piece of Wickwire 
Brothers Galvanized Hardware Cloth you are rea- 
sonably sure to see the customer back for more of 
the same brand. Durability is the reason. 


One reason for this durability is because the 
wire is 


Made from Open Hearth Steel 


produced in our plant where every operation is 
under our personal supervision. 


We use only Full Gauge Wire and this wire is 
thoroughly galvanized after it is woven. 


Made in 2, 2%, 3, 4+, 5, 6 and 8 mesh. Standard 
widths, six inch steps 12 to 48 in. Special widths 
made to order. Put up in 50 and 100 lineal foot 
rolls. 


Miscellaneous 


Wire Nails and Brads 


Don’t overlook the fact that we manufacture a 
very high grade line of Miscellaneous Wire Nails 
and Brads. 


Made in all sizes from 3/16 inch. No. 24 gauge to 
a 12 inch spike, with special heads or points, 
barbed or smooth. Put up in handy packages of 
4%, % and | pound quantities. These packages 
are shipped in cartons. 


Also obtainable in 5, 10, 25 and 50 pound boxes 
and in kegs. 


Our Other Products I nclude 


Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 
Screen Cloth 
Poultry Netting and Staples 


Write your Jobber for full information 


‘~CORTORS ATED 1432 
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The new Barreled Sunlight AY ~ 
Tinting Colors, in handy tubes, a \\ | 
enable your customers to ob- . : >» 
tain exactly the tint to match \ Ty | 
any scheme of interior decora- we =< Rice Process Wuité \ 











tion—by simply mixing these 
colors with Barreled Sunlight 
lustrous white. A handsome 
new counter case displays eight 
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New Business Builders 
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ERE’S how to realize a big increase in paint sales with a 
small additional investment. 


é Barreled Sunlight—plus a handful of the new Barreled 
Sunlight Tinting Tubes. A widely popular white interior 
finish—now selling for tinted uses also. 


The new colors mix easily with Barreled Sunlight. They’re 
almost liquid. Anyone can get exactly the desired shade. And 
they reduce your overhead on tinted enamels—for thousands 
are using Barreled Sunlight instead of enamels for fine interior 








work! 
‘ ‘ = ; These specially-prepared 
More widely advertised than any other paint specialty! —- eee woe 
. ° ° Barreled Sunlight— 
Mail the coupon for complete information. diving an infinite variety 
Oo eautitu imts for 


interior painting 





| U. S. GUTTA PERCHA PAINT CoO., 
, I . 4 e e | 1 Dudley Street, Providence, R. I. 
| Please send me Barreled Sunlight dealer proposition 


Reg. U. S. Pat. Off. with the new tinting feature added. 


Sunlight 
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Manufacturers of 










Tires and Accessories— 


TOOLS 
CUTLERY 
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Wh Put Your Products in the 

HARDWARE STORES 


The surest and quickest way to secure distribu- 
tion of your products by the- hardware dealer is 
to put your proposition up to him through his 
business paper. Every hardware dealer worthy 
of the name reads Hardware Age to keep posted 
on what manufacturers are offering. 





Your advertising in Hardware Age will be read 
by the type of merchants you wish to interest. It 
will create confidence in you and in your product 
—a confidence that means business. 
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Sacramento’s Sales- 
manager Mayor 


Sacramento is proud of its 
mayor—so is the hardware in- 
dustry. Read the story of Al. 
Goddard in this issue—see the 
picture of the new Civic Audi- 
torium*in Sacramento, where 
the California Retail Hard- 
ware & Implement Association 
will hold its 1927 convention. 
Many other interesting stories 
also appear in this issue of 
HARDWARE AGE. 





What Our Readers Say 


HARDWARE AGE, 
239 West 39th Street, 
New York, N. Y. 

Gentlemen—Inclosed please find 
my check for a year’s subscrip- 
tion. 

I can truthfully state that it 
would be quite difficult to keep 
properly posted in the hardware 
situation without your most valu- 
able journal. 

Very truly yours, 

WaALpo MILLs PITKIN. 





“T like the HARDWARE AGE very 
much. It gives me very valuable 
information, and«as I am traveling 
in Mexico, sometimes making fif- 
teen and twenty hour railroad trips, 
it helps me to use my traveling 
time to advantage. It is many 
times the only companion I have.” 

Fred Stark Traveling Salesman 
for Hibbard, Spencer, Bartlett & 
Co., Chicago. 





“We appreciate your valuable 
magazine very much, also the 
magnitude of your task, and have 
no criticisms to offer. Can say 
truly that we consider your pub- 
lication the best one we get, and 
could we have but one in the hard- 
ware line, it would be HARDWARE 
A. Munson & Son, Medina, 





Ohno. 
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The Belfry 





814” high 





The Night Watch— 
Ud” high 





The ‘ayfarer— 
16” high 


Stopping the feet ¢ : 
and ms ||. 
starting the mind #4 


MCKINNEY 
Forged [ron Lanterns 





ELDOM has a product been pre- 
Te cccaah to the hardware trade 
which holds so much value from the 
display standpoint as McKinney 
Forged Iron Lanterns. 


These lanterns raise the whole tone 
of the store and get business for all de- 
partments. They catch the eye and 
start the prospect store-ward. Even 
while the store is closed they work— 
attracting attention to the window 
with their soft beam of light falling 
upon the sidewalk, McKinney lanterns 
sell themselves and other products. 


“ “ “ 


McKinney Forged Iron Lanterns 
are available in six designs—the 
Salem, the Cloister, the Wicket, the 
Wayfarer, the Night Watch and the 
Belfry. All are fashioned from rust- 
resisting Armco Ingot Iron. The metal 
is given an additional special 








a 


McKinney weatherproofing before 
receiving a coat of baked-on enamel 


followed by a final finish of Duco. 


McKinney lanterns come equipped 
with a glass cylinder of antique crackle 
and with forged iron bracket or three 
foot overall chain and canopy when 
the lantern is to be hung from the 
ceiling. 


A complete oak display board with 
four lanterns mounted and with long 
cords and push plugs is furnished 

— ” . 
without additional cost. Several sug- The Salem—I7" high — 
; The Cloister—12” high 
gestions for window arrangement and The Wicket-—8" high 
a beautiful display card will be fur- 
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nished on request. 
q ForGE Division, McKinney Mec. Co. 


; Pittsburgh, Pa. 
Order your display board ittsburgh, Fa 


, , Please send us: 
immediately and put it to 


O complete information on McKinney Forged Iron 
work for you. Lanterns. 
© also window arrangement suggestions. 














Forge Division Name 
McKinney Manuracturinc Co. Address 
Pittsburgh, Pa. HA 12-30-26 
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oot AY your ship enter the dawn of 1927 with the sun 
3 of prosperity shining brightly, sail through the 
# year with fair winds and make port in golden sunset. This 
es is the sincere hope of the entire Hardware Age staff. 
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“Al”? Goddard—the Sales Manager Mayor 


of Sacramento 


Invitation of “His Honor” to hold 1927 convention in Sacramento 
accepted by California Retail Hardware & Implement Associ- 
ation. 


N these days when everybody “rides a hobby,”’ when 
the personal predilections of the individual are sup- 
posed to conform to the fetishism and regulated 

habits of a standardized majority, and when most men 
are conveniently “labeled and tagged for reference” as 
“golf bugs,” or “tennis enthusiasts,” or “motor maniacs,” 
or “bridge fiends,” or “baseball fans,” or something 
equally familiar and significant, it is decidedly unusual 
and refreshing to find a man without a hobby, who has 
nothing of the faddist in his nature, who is not a de- 
votee to any game or “ism,” but who, despite these “‘pe- 
culiarities” is mayor of the city of Sacramento, Cal., 
and sales manager of the Thomson-Diggs Co., wholesale 
hardware firm of that city. This man is A. E. Goddard. 
In 1889 when he was about seventeen years of age 
he finished high school and obtained a job with the 
Stanton-Thomson Co., Sacramento. The job consisted 
in driving a delivery truck, and the salary attached to 
it was $25 a month. In a comparatively short time he 
was advanced to a job as stock clerk, at about the time 
that the firm name was changed to the Thomson-Diggs 
Co. His work as a stock clerk must have attracted the 





attention of the sales manager, because he was quickly 
promoted to the sales department, and shortly afterward 
he was made an assistant to the sales manager assigned 
to handle special cases, particularly difficult sales and 
special complaints. 

One case that he handled is typical. An inexpensive 
line of phonographs were being “pushed by the Thom- 
son-Diggs Co. These phonographs retailed at about $5 
each. One of the company’s salesmen had sold a retail 
hardware customer 500 of them and had guaranteed 
their sale, that is, he had assured the merchant that the 
phonographs could all be sold at $5 each, and that if 
they were not sold within a certain length of time the 
salesman would sell them for him, or the company would 
take them back. Of course the salesman had no au- 
thority to make such a promise, nor to sell goods on that 
basis. 

However, something went wrong. The salesman 
passed out of the picture, the merchant was unable to 
make any headway in his phonograph sales, and wrote 
to the Thomson-Diggs Co. that he was about to return 
them. The case was turned over to Mr. Goddard. 

He immediately went to see the merchant, talked the 

matter over with 















































him, heard the mer- 
chant’s side of the 
story, and decided 
to sell the phono- 
graphs on the spot. 
He put in a feature 
window display 
and prepared a 
special sale. He 
supervised every- 
thing and attended 
to the ballyhoo 
himself. The sale 
was a much more 
satisfactory success 
than even Goddard 
had hoped for. And 
what is more it had 
the effect of teach- 
ing the merchant a 
lot of things he 
never knew about 
the display and sale 
of merchandise. 
Goddard re- 








The new Civic 
Auditorium, Sacra- 
mento, Cal., where 
the California Re- 
tail Hardware As- 
sociation will hold 
its 1927 convention. 
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turned to Sacramento, the merchant kept on selling 
phonographs, and before the end ot that year he had 
disposed of 5000 of them through the aid of intensive 
selling, advertising, displays and similar things which 
enabled him to create a demand where there was no 
demand before. 

The passage of time and work of this kind soon re- 
sulted in A. E. Goddard becoming sales manager of the 
Thomson-Diggs Co. [Irom the time he was a young 
man he always was more or less interested in politics. 
About two and a half years ago he was elected to the 
municipal council of Sacramento on the Republican 
ticket. His work as a councilman was outstanding in 
that he applied the principles of mercantile business to 
municipal affairs, and regarded every measure that came 
up for consideration from the viewpoint of whether it 
would be good for the city as a whole or only for some 
particular part of it. Consequently, early this year he 
was elected mayor of Sacramento. 

At about seven o'clock every morning he is at his 
desk in the Thomson-Diggs Co. office. At nine o'clock 
he is at the City Hall. It is small wonder that he has 
no hobbies. He is too busy working, and when you 
talk about this with his friends, they invariably say that 
they never knew a man who made work a hobby the 
way “His Honor” does. It is the most pronounced 
characteristic of the man. 

The mayor of Sacramento is a hardware man, and 
as such he attended the 1926 convention of hardware 
retailers held in San Francisco. As a hardware man 
and as mayor of Sacramento he invited the next North- 
ern California hardware convention to his city. His 
invitation was accepted. From Feb. 14 to 19, 1927, the 
California Retail Hardware & Implement Association 
will hold its convention in the capital city, and inciden- 
tally will be the first association to occupy the new Civic 
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Al. Goddard, Sales- 
manager and Mayor 
of Sacramentu 





Auditorium for a convention. Mayor Goddard is large- 
ly responsible for the construction of this building 
which will be complete Jan. 1 next. It occupies an 
entire city block near the business center of the city. 

Mayor Goddard is known among hardware men as 
“Al,” and they are still talking about the way “Al” put 
it over and took the convention away from San 
l‘rancisco. 


The business district of Sacramento, 
California’s 1927 convention city. 
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“oAn American Business is not the cold hard thing it 1s often pictured. Its history is 
Character Study” one of men rather than money or merchandise. It is human because 
it deals with the human elements of inventiveness, of creation, of barter 

and trade. It is as world wide as is the human race. 

And business teems with romance. The stories of men who have made their mark in the 
Inisiness world, read like the greatest novels of fiction. They contain an inspiration, which 
can never be found in imaginary tales of imaginary men, because true inspiration is founded 
on facts. 

And so, we take pleasure at this time in calling attention to the series of articles by Saun- 
ders Norvell, entitled “An American Character Study.” They deal with an American business 
man; a youth who moulded his meager opportunities into lasting success. They point the 
way for the youth of today; who has the will to do and to dare. 

susiness offers its greatest opportunities at this time. It also presents its greatest obstacles. 
The population of this country is growing so fast, and has gained such proportions, that the 
untrained man has little chance to successfully compete with those who are adequately fitted 
for business life. 

Norvell’s story vividly portrays the value of sterling character, honesty, hard work and 
business training. Above all it illustrates the opportunity confronting those who are still will- 
ing to start at the bottom and work up. 

Every man behind a retail hardware counter should read “An American Character Study.”. ° 
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The Nation’s 1926 has been good -to the United States. It has given a Christmas 
. resent of untold wealth to the people of this nation. 

Christmas Present ee 
As Arthur Brisbane says: “This is really a prosperous country we 
live in, and the prosperity has only commenced. According to Arthur Reynolds, well known 
Chicago banker, our prosperity will last through 1927. It will also last through 1997 and 
heyond, if we give it a chance, really work, and do not cheat each other too much.” 

We might add that it has a still greater chance to last, if we quit cheating ourselves out 
of justly earned profits. 

The latest government reports estimate the corn crop at two billion six hundred and forty- 
five million bushels; the wheat crop at eight hundred and thirty-two millions, three hundred 
and five thousand bushels; the rye crop at forty million bushels; the rice crop at forty-one 
million bushels; the cotton crop at eighteen million six hundred and eighteen thousand bales ; 
the orange crop at thirty-three million nine hundred thousand boxes. Other crops are in like 
proportion. 

In addition we have the largest amount of gold of any nation in the world; labor is well 
employed at high wages, and savings are higher than ever before. 

Is there a Santa Claus? There is and his present nickname is 1926. It is rumored, how- 
ever, that he plans on changing it about Jan. 1 to the more up-to-date title of 1927. 
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H. A. Fuge Gives Practical “Business 
Course” to High School Students 


West Bend, Wis., hardware man points out advantages to be 
found in his popular plan. 


RDINARILY there is a considerable difference 

between a schoolhouse and a hardware store, but 

not in West Bend, Wis., for there H. A. Fuge 
conducts a high school class in his store and thereby 
accomplishes many things. In the first place the high 
school has a “business course,”’ and each year the entire 
class works as clerks in the hardware store on Fridays 
and Saturdays during the month of December. 

Last year there were 25 in the class—15 girls and 10 
boys—and the main idea is to cooperate with the school 
officials in furnishing practical experience in business. 
Incidentally a definite understanding of the hardware 
business with its problems and ramifications is given the 
youngsters, and they in turn are able to inform their 
families and friends that a hardware store is a store 
that deals fairly with its customers. 

During the week preceding the advent of the stu- 
dents in the store, through arrangements made by Mr. 
Fuge, an hour’s talk is given each day by various factory 
representatives and other authorities on hardware mer- 
chandising, overhead costs and like subjects. In the 
store the class works under the supervision of the regu- 
lar clerks, and not only do the pupils wait on customers, 
but also trim windows . 


which he believes he can overcome when he has the class 
again this winter. In the first place he has found the 
class too large for his store, and this year he plans to 
divide it into small groups, each group to work one 
week-end. In this way he hopes to give more individual 
instruction to the pupils, and is also going to have each 
group plan and trim a window during the time it is in 
the store. 

Again, this year instead of paying the entire 10 per 
cent commission to the class, he is making arrangements 
to pay only 5 per cent to the class and the balance to the 
individual students. This, he believes, will give an added 
incentive to each one to~exercise his sales ability and 
incidentally make more sales. 

Mr. Fuge also warns that the plan is impossible with- 
out the whole-hearted cooperation and enthusiasm of 
the teachers. There is danger that the teachers will look 
upon the whole affair as a sort of extra vacation for the 
students and withhold their support. The first and prin- 
cipal job is to sell the teachers on the idea and to get them 
to come to the store with the class and to be of active 
assistance in instructing on practical store methods. 





and arrange store dis- 
plays. 

In the past the class 
has been paid on a 
straight commission of 
10 per cent on all sales 
made by its members, 
and last year the total 
sum amounted to nearly 
$100, which was spent 
for a painting for the 
high school as a class 
memorial. Mr. Fuge con- 
siders that the trouble 
that he goes to is justified 
—the expense is taken 
care of by the sales—for 
he wins the friendship of 
the students, has the 
good will and cooperation 
of the school authorities, 
and brings new custom- 
ers, friends and relatives 
of the pupils into the 
store. And, above all, he 
has the personal satisfac- 
tion of performing a 
truly public spirited deed. 

For the benefit of any 
other hardware dealers 
who wish to follow his 
plan, Mr. Fuge points 
out some of the weak 
spots in the arrangement, 








The “class-room” where the high school students of West Bend are instructed 
in hardware merchandising. Mr. Fuge’s store is a good example of modern store 
arrangement, with display tables for the kitchen-ware and the smaller items all 
mounted on sample boards. 
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ky had made a strong 
personal friend of the 
customs agent and the 
agent secured a position for 
him with a big Mexican im- 
porting firm by the name of 
Belden Brothers, at Nuevo 
Laredo, as stenographer and 
office assistant. Now, this 
was a most interesting job. 
There was absolutely nothing 
to do. ‘The president of this 
concern had to sit in the office 
and all he wanted was someone 
to keep him company. 
Charlie became very weary 
of listening to the president’s 





(Part Two) 


By Saunders Norvell 





“I-told-you-so!” Did you clean up? Quo- 
tation from my article in “THE HARDWARE 
Ace,” issue of July 22, 1926: 


“So, with these thoughts in our mind, 
we turn to the price of the Common 
Stock of The United States Steel 
Corporation. It has just touched a 
record figure. We are advised by 
one of our steel friends that before 
the end of the year they will also 
cut a melon in The United States 
Steel Corporation . . that there 
will be a 50 per cent issue of Com- 


MAUI 


ing the tumble weeds, like a 
running flock of sheep, over 
the arroyas? (The author is 
writing all of this simply to 
display his knowledge of 
Spanish names for various 
parts of the scenery! How 
splendid it would be for all 
executives if, at regular inter- 
vals, they could back their of- 
fices out into the desert, get 
away from telegrams, cables 
and telephones, not to mention 
hardware salesmen, bond sales- 
men, insurance agents and ad- 
vertising solicitors! We hope 
these lines reach the eye of 





stories. He repeated the same 
story over and over again. 
Life became a bore. Charlie 
did his best, but could not find 
any work to do. How dif- 
ferently such situations are 


Stockholders.”’ 


mon Stock to present Common 


Mr. Galbraith. He was a busi- 
ness genius. No wonder he 
blew off the cap and rose high 
in the oil business! 

When Charlie Reierson was 
on the railroad, they used to 








handled in New York! There 

are a good many officials who wish to have company, 
but they do not employ half-baked, blue-eyed boys to 
entertain them—not in New York! ! There are some 
offices in this great city where no one can obtain a 
secretarial position without passing a beauty test! ! ! 

The scene shifts. Our hero crosses over the Rio 
Grande River back into his natal State of Texas. He 
secures a position with J. N. Galbraith, division 
superintendent of a railroad. Mr. Galbraith is now one 
of the big oil men of the world, with headquarters in 
the Tampico district. Charlie was Mr. Galbraith’s sec- 
retary. Now, Mr. Galbraith, having many jobs and 
much buying under his direction, was very much in 
demand. He had callers. He was invited to dinners. 
He was compelled to listen to much talk from the cus- 
tomers of his railroad. Then, like all other employers, 
one of the tests of his character was to sit patiently while 
his employees outlined to him how good they were, as 
well as their many virtues. 

Mr. Galbraith stood all of this as long as he could. 
In the meantime, his work was accumulating. There 
were letters to write. There were reports to study. 
His office was in his private car. He also had on this 
car bedrooms, a kitchen and a dining room, as well as 
a porter and a cook. Mr. Galbraith’s home was on 
wheels. When he could stand the pressure no longer, 
he had his private car hooked on to one of the regular 
trains, pulled out into some desert spot, shunted back 
on a switch, uncoupled and left behind. Then he 
plunged into his work with Charlie, and what a lovely 
time they had cleaning up correspondence, studying re- 
ports and getting all of their office work into ship-shape 
order! 

Can’t you see this private car sidetracked out on one 
of those Mexican mesas—miles and miles of sand and 
mesquite bushes? Can't you see the desert wind blow- 





run the pay car from Corpus 
Christi, Tex., to Monterey, Mexico. Just after cross- 
ing the Rio Grande into Mexico, a guard of Mexican 
soldiers was always provided for the pay car. No mat- 
ter how hot the weather, this guard wore their heavy 
uniforms, buttoned up tight to the neck. They carried 
50-calibre Remington single-shot rifles, weighing 10 
Ibs. each. They also had an arsenal on the train of 
double-barrel shotguns. This was before the automatic 
rifle was invented. 

Most of this country was then as dry as a bone, but 
it was alive with wild game of all kinds. Often they 
woul, stop the train and have some wonderful shooting. 
There were ducks, geese and a lot of other game birds. 
The country was full of deer. In the years that fol- 
lowed, all of this section was irrigated and now it is 
a remarkably productive farming country. 

When Charlie was not on the road as paymaster, 
they gave him a room in a very large hotel in Nuevo 
Laredo that was deserted. He was the only inhabi- 
tant of this building, with dozens of empty rooms. He 
will never forget waking up at night and hearing the 
wind sigh and moan through this vacant building— 
the creaking of the doors. It was certainly a ghostly 
place, but he did not have to pay anything for his room, 
so he was willing to risk the company of ghosts! 

Our hero was now transferred to the city of Mexico 
and was appointed secretary to Mr. Kline, vice-president 
and general manager of the railroad. By this time, 
Charlie’s Spanish was getting to be pretty good. He 
could not only converse, but he could also write, in 
Spanish fluently. Mr. Kline was a remarkable man and 
he took a great interest in Charlie, teaching him all 
of the inside work of managing a big railroad. 

How much do important changes hinge upon small 
events! This was the day of the high-wheeled bicycle. 
Charlie, now being in affluent circumstances, had pur- 
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chased a Victor. Turning a corner on his bike one 
night, he ran into a lot of paving stone, was thrown 
violently and broke his arm. He could not write. 

Therefore he gave up his position and trekked back 
to Texas. Here, after a rest, he went to work for a 
law firm, Nicholson & Dodd, in Laredo. Mr. Dodd was 
the general attorney for the Mexican National Rail- 
road. Charlie, now an expert reporter in both English 
and Spanish, did court reporting for this law firm. 

Here Reierson met Mr. Weiss, the general manager 
of the A. B. Frank Co., wholesale grocers of San 
Antonio. Mr. Weiss was a very brilliant man. He 
and Reierson became close friends and they worked 
together in reorganizing and electrifying the old San 
Antonio street railway system. 

So you see, Reierson’s education was progressing, 
but please note that in every job he made good. He 
worked hard, studied and made friends with all of 
those with whom he came in contact. The ability to 
make and hold friends is one of the qualities that almost 
always stands out in the life of every successful man. 

How often our lives are changed by our hobbies! 
Charlie continued to be a bicycle enthusiast. It there- 
fore was only natural, as he was boiling over with en- 
ergy, that in his “off” hours, he should drop into the 
game of selling bicycles. As usual, he was successful. 
He got the selling bee in his bonnet. This was in the 
early nineties. 

The next thing, we see Charlie a full-fledged sales- 
man on the road, selling bicycles for the Lozier Manu- 
facturing Co. This concern had formerly been Lozier 
& Yost of Toledo. As a salesman, Charlie now had 
an opportunity to travel all over the United States and 
to make friends everywhere. He was a Century rider. 
To this day, he prizes two badges, one from the Century 
Road Club of America and the other from the Columbus 
Century Club. Reierson .traveled as a bicycle salesman 
for two years. 

At the end of his second year as a bicycle salesman, 
Charlie decided that the bicycle craze was on the wane. 
He decided to look around for something more per- 
manent and fundamentally sound. He wrote to the 
Simmons Hardware Co., asking for a job as a sales- 
man. His letter was answered by E. C. Simmons. He 
was invited to come to St. Louis for an interview, all 
expenses paid. Reierson found Mr. Simmons at Ninth 
and Washington Avenue, sitting in an open office just 
inside of a little wood railing. The conversation lasted 
about five minutes. Here is the way it ran: 

Mr. Simmons: “How much salary do you want?” 

Charlie: “$125 a month.” (He was then drawing a 
salary of $175, but he was very young-looking. He 
was afraid to ask a higher salary on account of his 
youthful appearance. ) 

Mr. Simmons: “Don’t you value your services rather 
highly °” 

Charlie: “Not so highly, Mr. Simmons, as these peo- 
ple do,” and he reached into his coat pocket and pulled 
out a contract signed by the Lozier people for the fol- 
lowing year and at a salary of $2,100 per annum. 

Mr. Simmons glanced at the contract and then in- 
quired: ‘Why do you want to leave these people when 
they are paying you $175 and come with me for $125?” 

Charlie: “Just because I believe that $175 per month 
is the limit in that job. It is the biggest it will ever be. 
I believe there is more to be had here if I can dig it 
ont, and I am willing to take the chance of doing it.” 

Mr. Simmons: ‘‘When can you go to work?” 

Charlie: “My contract expires Dec. 31.” 


HARDWARE AGE 25 


Mr. Simmons: “I know Mr. Yost and as long as 
you are going to leave, you might just as well leave 
now. I will wire and ask if you can start in here to- 
morrow.” 

Mr. Yost wired back that he was sorry to lose Charlie. 
but that if he had decided to quit, it was just as agree- 
able to have him quit now as to wait until the end oi 
the year. 

Now, all this leads up to an interesting point that 
shows one of the characteristics of E. C. Simmons as 
a business executive. Exactly a year later, Reierson 
was in a little town called “Ladonia,” in Texas. He 
opened his mail and here was a letter from E. C. Sim- 
mons, written in his own handwriting, which read as 
follows: 

“Dear Reierson: 

A year ago, you came to work for us at a big 
sacrifice. I don’t want that condition to continue 
and I am sending you my personal check for enough 
to make it up, and a little bit more. You have 
earned it.” 

The check was for $750. Charlie read this letter and 
the blood thumped in his temples. It was certainly an 
unusual thing, not only to be paid back pay but to have 
just a little more added to it. 

This was no uncommon thing with E. C. Simmons. 
This is why he built up one of the greatest selling 
organizations in the world, why all of his salesmen be- 
lieved in and swore by him and why they would work 
themselves almost to death in his service. Mr. Sim- 
mons was appreciative and one of his remarks, in criti- 
cizing close people, was—‘‘He gave me the ‘glad hand,’ 
but there was nothing in it!” Mr. Simmons believed 
in, and acted upon, the theory of putting something in 
the glad hand. 

Reierson traveled for several months with the Sim- 
mons Hardware Co. as a bicycle salesman under John 
Matlack, then the head of that department. The boom 
in bicycles, however, as Reierson had anticipated, was 
playing out. Charlie Castlen, Hagar Bryan and Will 
Biggers were all then in the bicycle department. Will 
Biggers had the interesting job of handling bicycle 
claims and it was some job in those days. He is now 
the president of the Continental Screen Door Co., and 
lives in Detroit. It is a most surprising thing how many 
of the old Simmons men became very prominent in the 
business world. Possibly there is no business man in 
the country who has to his credit as many successful 
business men who were trained under him, as E. C. 
Simmons. 

Charlie Reierson, though, was rfot satisfied, He want- 
ed to get into the hardware selling game. He did not 
wish to be limited to the opportunities of a special 
salesman. He asked the house to allow him, while he 
was selling sporting goods and bicycles, to carry a hard- 
ware catalog. Some of the head men in the house 
objected. They thought he was trying to cover too 
much territory. E. C. Simmons, however, settled the 
matter. Charlie was given a hardware catalog and 
at this time he was traveling as a helper to the veteran 
salesman, H. M. Finch, who lived for so many years 
at Austin, Tex. 

Charlie celebrated his arrival with Mr. Finch by 
selling Fred Petmecky of Austin 100 bicycles as his first 
order in the new job. After he got the general 
hardware catalog, he persuaded Mr. Finch to let 
him work some of the smaller towns alone. One 
Nuevo Laredo together. Charlie knew a Mexican firm 
of this place who sold a great many boys’ iron wagons. 

(Continued on page 60) 
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UR firm has never been disturbed very much by 
() chain store and mail order competition, but our 

margins of profit have been reduced to a mini- 
mum. We are meeting competition, all right, but we 
are not making enough profit on our goods to justify 
the effort and capital invested. 

We have heard so much about Sears, Roebuck & Co. 
prices that we concluded to make a thorough investi- 
gation and comparison of their prices with ours. Mr. 
W. C. Cole of our firm, who has been with us fifteen 
years, tried and true, was given the job to make a com- 
parison of prices on one hundred leading items of mer- 
chandise found in Sears, Roebuck’s catalog, with our 
marked selling prices upon the same items which we 
have in stock. He was not to select those items of 
ours which he thought cheapest and theirs which he 
thought highest. He selected one hundred items from 
their catalog, the same items that we carry in stock 
regularly. He put down their selling price on each 
item and added freight—but not express on heavy mer- 
chandise, such as would be cheaper by freight. 

lle was perfectly fair in making his comparison. It 
was for our benefit he was making the investigation, 
in fact we all thought that Sears, Roebuck’s selling 
prices were in many instances lower than our cost, and 
if we found it so, we were going right after our job- 
bers and manufacturers with all four feet. 

To my great surprise here is what we found. The 
one hundred items in Sears, Roebuck’s catalog amount- 
ed to $656.60 delivered in Hot Springs by the cheapest 
possible way. Our one hundred items recorded from 
our regular selling marked prices amounted to $651.32, 
a difference in our favor of $4.28 on the one hundred 
items of hardware and farm implements. 

Bear this in mind, please, that we did not select for 
comparison any two-horse wagons, nails, or merchan- 
dise that we get by car load, and which they ship by 
local freight. Had we done so our prices would have 
been very much lower, but we selected the goods which 
should bear a good fair margin of profit and such 
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Hamp Williams Tells How to Start the 
Pendulum Swinging Your Way 


items as the farmers and city folks are buying. The 
people of this community buy all their wagons, nails, 
galvanized iron, fertilizers, and such merchandise as 
we buy in car lots, from us. We know already that 
Sears, Roebuck & Co. cannot compete with us and pay 
local freight on that line of goods. 

In this list of one hundred items it might be well for 
you to know that thirty-one items compared were less 
than $1.00 in price, and seventeen items were $10.00 and 
more, and only two items listed sell for more than 
$50.00. One of these was a mower which our trade 
has held against us as being high in price. Ours is 
a standard make, which we sell on two years’ time if 
necessary, and for $2.50 less than Sears, Roebuck’s 
mower, which they sell under the system of cash with 
the order, wait for the delivery and no repairs to be 
obtained this side of Chicago. 

On the other item, an automatic shot gun, their price 
is $1.75 under ours, but if our customers will pay us 
cash in advance and wait for the gun, we will sell it 
to them at Sears, Roebuck’s price or less. We would be 
delighted to sell the entire one hundred items com- 
pared, at less than Sears, Roebuck’s price if the pur- 
chaser would be as kind and generous to us as they 
are forced to be to them; that is put the money in our 
hand with the order and wait for the goods. Our prices 
are as cheap as theirs, and when we add delivery and 
outlay of money to keep goods in stock, and extend a 
line df credit from thirty to sixty days, and sometimes 
longer, we render a service worth while. As a money 
consideration, we make less profit than Sears, Roebuck 
& Co. 

I am convinced that if we advertised our goods and 
our prices as thoroughly and completely as mail order 
houses and chain stores do, that we could eliminate that 
class of competition. Where they have the advantage 
over us in making money is in the fact that they buy 
in great quantities at lower prices than we pay, but 
they use a large part of that difference as an advertis- 
ing fund. Their cost of selling is greater than ours, 
but with their volume at no greater percentage of profit 
than ours, they make a million dollars, where we as 
individual and independent retailers make a thousand 
dollars. Some, of course, make more, some less, and 
a great many lose out entirely. 

It may be interesting for you to know that in the list 
of one hundred items that we compared, there were 
forty-six items on which our prices were lower than 
theirs, forty-four items on which they were lower in 
price, and ten items in which prices were exactly the 
same. The ten items on which there was no price dif- 

(Continued on page 62) 
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Berea’s Cafeteria Hardware Store Displays 
Ninety Per Cent of Stock 


A successful adoption of the display selling methods of the five 
and ten-cent stores. 









Left side of store of 
Brown Hardware 
Co., of Berea, Ohio. 


Right side of store 
showing display 
tables and panels 


HEN therestau- ; | . a. ad manager A. C. Thacker 
rant fraternity are 3 who proudly _ replied 
took up mer- ‘“Llew Soule can’t ac- 
chandising, the cafeteria de- cuse us of warehousing 90 
veloped. Today every town per cent of our stock and only 


has its quota of “sell your- General view showing center tables in foreground. ° displaying 10 per cent. We 
99 
self and help yourself” food have reversed the order and 


dispensaries. Seated at a table, menu card in hand, im- have more than 90 per cent of all our lines on display. 
patient waiter hovering around, the person of moderate The only lines we haven't displayed are keg nails, pipe, 
means will scan the bill of fare from right to left. note steel and iron bars and a few other heavy items too 
prices, within his imagined limits and order accordingly. bulky to keep anywhere but in the basement. 

Turn the same fellow loose in a cafeteria and he will “We have ten open display tables with adjustable 
grab this and that, and spend compartments, sectioned off 
at least fifty per cent more with glass partitions. Each 
for his meal. You have done compartment has its price 
it yourself. many times (so card with the price plainly 
have I). The idea is ob- marked. We use one closed 
viously an adoption of the dis- case, the one up front, which 
play selling methods of many is our own design for cutlery, 
chain stores, five and ten-cent and shaving brushes. We be- 
stores and the like. lieve these should be protected 

The same thought is prac- with glass. 

tical for hardware stores. The “Our old store with 35 
Brown Hardware Co. at vears of tradition and con- 
Berea, Ohio, is a mighty fine fusion had a few lines poorly 
example of the cafeteria idea displayed and probably a full 
in hardware merchandising. ninety per cent of our goods 
When we visited this enter- hidden in the basement or be- 
prising store recently and hind stacks of bulky mer- 
noted its remarkable display chandise. The new fixtures 





: The Brown hardware store as it appeared before the , | 3 
features we complimented adoption of new selling methods. (Continued on page 59) 








28 HARDWARE AGE 


The Man Behind the Counter 





December 30, 1926 





¥ 


prove almost anything, the people of the United 
States chew somewhat more than fifty millions 
of dollars worth of chewing gum annually. 

Now I suppose some hardware salesman with a head 
for figures will set to work to find out how many sticks 
he must chew daily if he is to consume his share of 
the per capita allotment. My suggestion is that when 
he has this figured out, he should go to the drug store 
and buy his year’s supply of gum and get a leave of 
absence from his employer and go away and get it all 
chewed so he will not have to do any chewing during 
business hours for the rest of the year. 


er to statistics, which can be made to 


x«* * * 


Someone said “Thank you” to a crusty old cuss for 
some little service he had rendered and the old fellow 
replied, “I fed a horse on that once and it died.” He 
had expected more than a “Thank you,” and perhaps 
he was entitled to more. But don’t let the fact that you 
are paying whatever additional return is necessary keep 
you from giving the “Thank you” too. Those little 
verbal courtesies make people like to do business with 


you. 
x * x 


There are tricks in all trades, but not all of those 
tricks are tricky. The drug clerk learns that to sample 
perfume odors to customers by allowing them to smell 
right from the bottle is to give them little idea of the 
fragrance of the odor. He uses a long sampling stopper 
or a bit of tissue paper. The umbrella saleswoman learns 
the way to open umbrellas. She holds one upright, 
shakes it with a wrist motion to free the ribs and it 
opens easily. The bookseller does not open a book flat. 
He opens it by releasing a few leaves at a time and 
avoids breaking its back. 

What have you learned about the right way to show 
hardware stock items to your customers? Study out 
the little kinks in the showing of goods. 

“The Lambeth Lamp” quotes the following order 
which is said to be given in the identical form in which 
it was written to the deputy court clerk as an order to 
issue a license for a minor: 


“I this Day Bargain and Sell One Ollie trout to 
homer gaines for holey matrimona to have and 
to hold forever. this is my girl she is 16 But 
let her go Bill. i give my consent if he has hurs. 
T. R. trout 
D. a. trout 


This is no stranger than some orders that come into 
the hardware store and it is a salesman with real self 
control who can avoid letting the customer see that he 
is laughing at something that is wrong with the order. 


x* * * 


Haven’t you seen some young fellows, perhaps work- 
ing in a hardware store, who seemed to be following 
that satirical advice once given by Mark Twain’s mother: 
“Never learn to do anything. If you don’t learn, you'll 
always find someone else to do it for you.” 





Frank A. Black, publicity director of Wm. Filene’s 
Sons Company, Boston, says it is poor economy to have 
a large sales force of mediocre ability at low wages rather 
than a smaller sales force of high ability at high wages. 

Mr. Black is thinking in terms of the store and of its 
profits, and he is undoubtedly right in what he says. I 
am thinking in terms of the salespeople in the store and 
I believe that he is right from that point of view also. 
It certainly is poor economy for a salesman to be a 
cheap, average wage sort of a chap, when he might by 
trying become a high priced quality employee. 


x * * 


Why wouldn't this work into a fire extinguisher adver- 
tisement or window card. An automatic sprinkler pro- 
tected hotel puts the verse in each room. 


“Now I lay me down to sleep, 
Statistics guard my slumbers deep; 

If I should die, I’m not concerned. 

I may get wet but I won’t get burned.” 


x* * * 


Edward H. Harriman began with just as little money 
as any hardware salesman who reads HARDWARE AGE. 
He probably had less than any of you. When he had 
achieved the pinnacle of his success he controlled 25,000 
miles of railroad and had a fortune of $75,000,000. His 
growth has been attributed to the following five out- 
standing qualities: 

Confidence in himself. That’s not so hard to acquire. 

Absolute, unerring knowledge of every phase of the 
work in hand. Is there any reason why any of us can- 
not master the job that is ours? 

His continuous grasp of operation. His mind could 
take in the whole of his work and what it meant and 
what its development might be, and so can yours if 
you train yourself that way. 

The rapidity with which he reached a decision. You 
can easily learn to decide quickly, and experience will 
enable you to decide correctly. 

The application of his principle, “The way to save 
money is to spend money.” ‘That rule needs to be given 
some thought before being applied right and left. Be 
sure you know what Harriman meant before you set 
out to grow rich by spending your money. 


Old King K:.»: had a hardware store 
And a helluv: ‘ore had he. 
His goods were all cheap and his clerks were 
asleep 
And no customers came to see. 
—Hardware Mother Goose. 


x * * 


Says Thomas Dreier, that thoughtful writer of much 
that inspires in business; “If you aren’t doing what you 
want to do and if you aren't the kind of a man you 
want to be, why aren’t you? Put the reasons down on 
paper and see if they don’t look foolish to you.” And 
when they are written down, let us add, check them over 
one by one and see how they may be eliminated. 
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Beating the Mail Order House at Its Own Game 


J.P. Arnold is from Missouri and he knows how to “show them” 


HERE is no more effective means 
than the Deadly Parallel for explod- 
ing that long-established fallacy that 
mail-order 
houses offer the 
householder 


lower prices 
than do _ local 
retail dealers. 


In a full page 
advertisement in 
his local news- 
paper,. J. P. 
Arnold, a pro- 
gressive hard- 
ware merchant 
of Edina, Mo., 
uses the Deadly 


Parallel as a 
means of re- 
taining local 


J. P. Arnold 


trade for local 
merchants. In 
his ad, which is reproduced on this page, 
Mr. Arnold compares local prices with 
those of one of Chicago’s leading mail- 
order houses. 

As Mr. Arnold points out in his adver- 
tisement, “everyone living in the rural dis- 
tricts would prefer to buy their goods 
from their local merchant, all things being 
equal and prices the same.” In practically 
all the items quoted, prices are decidedly 
in favor of the local merchant, and the 
effectiveness of the comparison is increased 
a hundredfold through the fact that a spe- 
cific mail-order house is designated and 
the catalog number and page included. 

‘There is no denying the fact, as Mr. 
Arnold points out, that conditions confront- 
ing the farmer during the last few years 
have forced him to stretch his dollar as 
far as possible. Quality merchandise is 
the most economical in the long run, and 
the items listed were quality considered 
the comparison would unquestionably be 
even more-in favor of the local merchant. 

“Any merchant in the rural district,” 
Mr. Arnold truthfully observes, “could do 
double the volume of business with the 
Same overhead expense if he had the 
chance, and this would enable hin to sell 


his wares still 10 to 15 per cent cheaper 
than he does now, and the farmer would 





THE SENTINEL, EDINA, MO. 


ultimately be the one to gain the cheaper 
prices.” 








It’s Time For Action 





We believe everyone living in the rural districts would prefer to buy their goods from their local merchant, all things being equal, and prices 
the same. The conditions confronting the farmer during the last few years have forced him to stretch his dollar as 
which we do not blame him. However, we do not believe he can buy his goods a bit cheaper from catalogue houses than he can at home. 
We are going to prove this to you by actual comparisons. We have listed below 150 items, taken from our stoek and compared with the lat- 
est catalogue from Sears, Roebuck & Co. This list is presented to you in such a way as to make it easy for you to locate the items in the cat- 
alogue. After you have done that we invite you to our store to inspect the goods, the price of which has not been changed to meet the cata- . 
logue prices but which will prevail on each and every one of the articles until the market changea. 


Any merchant in a rural district ~ould do double the volume of business with the same overhead expense if he had the chance, and this would 
enable him to sell his wares still 1U to 15% cheaper than he now does, and the farmer would ultimately be the one to gain by the cheaper prices. 


In the list below we have added both columns of prices and find that on the average of the whole we are still about 10% cheaper than the cat- 





where you sell? IN YOUR OWN HOME TOWN, which, by so doing, will make your town a better town, and likewise put a better value on 





far as possible, for 


So then, when you can save money by doing it, why not buy 
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Hardware and Sporting Goods 


alogue prices, besides the transportation charges that you would have to pay. 
your farm. Kindly retain this sheet, as it will pay you to do so for future use. 
—“Shike weet Rf izes) pe a 3 
TST ~ 2 ree a ww 
Bumuer ’ | . ‘ ws} 
> knife oe cutter - nrdowenine --. 9E2575 817 §$ 49 § 60 
,x2 inch carriage bolts, ‘dos... ‘ — 9E3001 837 22 15 
ser — uealans bolts, doz ‘ 9E3003 837 34 $5 
penny nails . GE4284 &39 29 30 
16-ounce riveting hammer 9E5748 839 70 35 
Lever riveting machine 9E5850 839 20 5 
ets . 9E6320 639 07 10 
Mort _- 9FA728 #43 15 
i vy strap hin 9E4395 843 18 20 
10-inch heavy strap hinges . SE 4995 843 43 
Double key k 9E4352 843 32 25 
12-inch screw 4 —— . 9E4390 843 40 0 
5-foot narrc seth ¢ cross cut saw 99E5918 a49 400 3.25 
Single bit handled | A 99 E5663 848 45 50 
Single ba ax _99E5676 Ki8 1.96 1.50 
Best grade hand . 9E5071 R50 90 3.00 
Si i de hand sa . 9E5096 a5l 1.45 1.25 
— hack saw ome and 12 blades 9E5027 850 2.10 1.00 
assorted auger bits .. 9F5357 B53 90 1.00 
Si let bit : : GE5354 453 11 10 
Iron jack plane od . . 9E5266 854 Za5 3.25 
l-inch all steel yn rhisel . . 9E5203 55 45 35 
h drawing eens 9E5226 5S 98 BS 
4 sheets sand 9E6270 855 22 10 
quart aluminum ‘ten kettte WEZI1 #16 2.95 1.59 
H nned coal 9E21I4 #19 45 45 
5-inch ladies’ scissors 6E6941 737 545 A0 
Bi gxBly copper but 2 B40 27 Pr] 
ommon rubber tipped pencils, doz £13470 437 10 12 
Extra rubber tipped — ; 10 437 26 20 
Six 14-quart cream cans pros QVE2Z524 29 2.95 3.09 
4-tine full at yey spade fork EGR 837 1.45 1.35 
2-inch cash E2462 “4% 120 1.3 
Lathing hatchet JES 162 BS 1.45 1.25 
Full window scr e4itzs “4 5 ” 
Axle grease, 10-pound cans 152 7 ‘ “8 73 
Pine tar, l-poun : . ‘ OF 3166 i } 
3-blade cattle knife 6F 764 7s “) 
4-inch paint brus OFT 2 we ’ 
1'.-inch varnish brush OF 3033 BA ) 
Screen door, 2 feet 8 inchesx6 feet 9 inches 65E16 bat Ls ) 
14- —* enameled dish pan IIE2Z242 &22 105 
Brick trowel 9ESe7 a31 i2 65 
Po atin trowel SE 586-52 #351 7] 5 
Ball Bearing coaster wagon, disc wheels __. T9E 7672 422 4.98 5.00 
l-pound carpet tacks 4500 #42 24 10 
Ww i r . . 99E5499 #44 30 5 
30x3', cord tire 2hE+O01914 712 11.75 10.00 
10-inch Stillsen patent pipe wrenches . 12F1148 706 71 75 
14-inch Stillson patent pipe wrenc _ $2E 1148 706 aa! 1.00 
White China cups and saucers, do I5E 1083 565 2.25 1.50 
White China dinner plates, 9',-inc ch, doz 35F 1084 568 1.29 1.50 
Alu m Percclators 99 E966 822 95 1.00 
25-feetx24-inch black screen wire cloth 99E 4500 812 1.40 1.25 
25-feetx24-inch galvanized screen wire cloth 99E4509 #42 1.90 1.75 
2-foot 32E4495 919 64 50 
Galvanized chicken waterer for Mason jars 32E3132 917 10 0 
20-hole galvanized chicken feeder - . 32E3156 O16 30 20 
Plain glass ~y 35E1753 574 55 50 
Thin cut glass tumblers, doz. ..._. 35E1755 574 1.10 70 
2-cell aig. inch flash lights . 57E3087 471 1.15 75 
16-inch kitchen SE 7554 7838 57 50 
12-inch compass 9E5037 B50 65 65 
i inchester rifle 6E174'4 77 18.96 19.50 
Single barrel gun 6E100', 777 7.95 7.25 
10-inch monkey wrerch 95818 456 ry) 0) 
8-inch straight shears ........-.- 6E6906 787 »*» 75 
T-inch ber . 6E6962 787 “6 
= fiat 9EST04 &59 18 19 
12-inch flat mill tile weieene dutintel . 9E5704 859 24 23 
36-inch ml file ....<<ce-ccceccess ‘ 9E5704 859 A2 35 
$-16-inch drill bits ..-.--..~---- peed . E5622 62 16 15 
5-16-inch drill bits - ithiaeenenunat - 9E5622 &62 26 235 
5-gallon galvanized oil can .-- oown : 99£2100 #24 98 90 
Japanned dust pan -....-...--.---- soodesend Gee 825 18 10 
EDINA, 














Boret< a COMP 
Sa eal Oe aa 
f 
8-inch thermometer | _. . ‘ -_ 5E9402 393 5O 2 
House paint, gal 30E259 798 2.43 1 98 
l-quart auto enamel . 30E1740 801 72 Bo 
Red paint » 800 1.40 130 
6-inch butcher knife : 6E7422 788 25 25 
B-inch butcher knife ” ---5.- 6E7426 ‘788 35 1S 
Hand razor ---«~-- GE6441 785 1.98 1.25 
Valet Auto Strop safety razor ..-~ GE3681 784 36 
Genuine ebony handle, 2-blade eau knife ....... 6E7013 782 79 75 
2-biade Barlow knife . 6ET016 783 34 so 
Level winding fishing reel .. 6E4154 768 3.99 400 
Lunch kits, complete ‘with vacuum bottle 6E4918 761 14 1.50 
Steel garden rake jail a33 55 nO 
Braced steel garden rake 99 E6873 a33 ye 1.00 
Socket steel hoe . : . 99 E6840 a33 R5 ye 
All styles of shovels, each _. 9T E6668 as o7 1.00 
3 broad hatchets 9E5165 857 1.40 1.25 
1 and 2 hand made # shingling hatchets, each 9E5156 857 ae 1.00 
Half hatchets . 925158 &57 1.25 65 
No. 1'y nail hammer 9E5137 B57 1.00 1.00 
L's nail hamme 9E5139 R57 45 if 
8-inch combination plier 9E5a32 56 10 25 
10-inch combination pliers 9F5832 858 40 % 
Diagonal cutting pliers SES&3 1 858 1.30 60 
ne GES5&S2Z 858 1.15 1.25 
Long nose piers SESA%« R58 ust 6» 
1 set ( end wrenches 9E5S13 R58 1.10 9 
&inch cr@cent style wrench 9E5a32 #58 0 oO) 
v-inch crescent ‘etyte wrench . 98582 ASA 44 
‘ cold chisel . 9E5739 Re 15 
cold chisel 9E5739 a8 6 
s-inch cold chisel 9E5739 a8 4 
t.inch slim taper file 9ES701 859 1s 
6-inch slim taper file ._. 95701 R59 ii 
a? ch Be wee rasp SES712 R59 55 ‘y 
lid copper nickeled-; wat tea » oe E2451 a19 1.70 1 
6-quart aluminum —s vith 99E 2339 R20 1.30 
a nch aluminum oval roaster 99F2429 R20 +45 
vart enamele 4 othe & vs SIE 2244 27% 69 
12. juart white enameled i pail 99F2200 a24 2.49 2 
li! ch white ename wash basin -- 9E2455 K24 10 ] 
13-inch white enameled wash basin ~ ««- 9E2457 82 ) 
12 uart ay enameled water pail 99F2232 az4 123 ‘ 
No ed tub : SVE2ZOR4 &2 if é 
As bes a lined a irons 99E 2004 #27 248 | 
6-inch lawn mower, pe | ae WFSS19 au 1 i 
Stan ard A ng de eras . 99 E5661 K30 > 1 (x 
99E67? aM 1.10 1% 
Sue hook 99 F5596 0 y 
Galvanized half bushel 99E2170 63 6u et 
tine ha ork G9R474 #32 1.29 13 % 
Lights . 99 E5609 a32 1.27 i i 
7,-inch pure Man ibe re wa, per foot 99E7525 83. ) 
Machine punches ~ 9E5737 859 28 25 
Knives on forks, ‘doz - 6E7322 TAR 99 % 
Gallon best floor varnish 30E2723 810 298 3.08 ; 
Plastering trowel, 10-inch 9E5890 R41 6) 7% 
Plastering trowel, 12-inch -. 1. 9ES*91 #31 1.35 1.25 
Washing machine 26E514 266 17.75 18.50 
‘ ‘ 12E5404 922 4.6 4.00 
as . — GE4045 840 42 5 
8-inch butcher cleaver - : , 6E7570 788 2.18 1.00 
e ‘ 6E.6557 783 aM 76 
Roof paint Non WEI910 B14 0 
Aiuminum water pail - 99E 2424 a2) 176 150 
Aluminum wash basin 9E2235 #21 0 
S-inch screw driver 9E5442 857 27 ; 
Polished iron square 9E 5528 KA i5 7 
Bread mixer 99E2180 #18 ) rs 
uart pres E2804 8 i 10 10.00 
30x3',-inch inner tube : on 28E 12812 713 24 
18-foot chain pump, c« ympete . . .42E2217 13 709 8.70 9 
Brooder coops ; ‘ 32E32101, 916 1.50 LW 
4-foot Zig ‘lag rule 9E5520 R56 6 i 
539x314 straight side oversize cord tire .. 2BE4410'% 7i1 12.7 13 
26E530 Zhe ’ 


Open rocker washing machine 


MISSOURI. 








Full page ad. in The Sentinel comparing prices with Chicago mail order house. 
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Jack Mason Puts Fifty Gold Fish to Work 


Scales soon disappear when proprietor of small neighborhood 
store uses novel window display. 








Who would ever suspect the modest and unassuming little goldfish of 

being a good advertiser? Making a noise like a goldfish has long 

been recognized as the acme of quietude, but these water folk knew 
how to handle “scales.” 








plished through an attractive window display 1s 

to be found in the experience of Jack Mason, pro- 
prietor of a small neighborhood hardware store in Chi- 
cago. A few days ago Mr. Mason received a shipment 
of four dozen household scales similar to those found 
in stock in almost any hardware store. Instead of put- 
ting these scales away on a shelf, about half of them 
were placed on a small table near the front door and 
the other half used in the window. 

In the center of the window display was a glass tank 
containing fifty small gold-fish, the tank being sur- 
rounded by the scales, while two placards invited the 
passerby to come into the store and estimate the weight 
of the gold-fish. The fish attracted attention, and many 
people accepted the challenge to estimate their weight and 
incidentally build up a mailing list for the store. These 


: S a wonderful example of what may be accom- 


estimates showed a wide range of opinions, varying from 
one ounce to ten pounds, due to the fact that it was nec- 
essary to estimate the number of fish (they were never 
still long enough to count) before estimating their weight. 

This display was placed in the window on a Saturday 
night, and by the following Tuesday afternoon 18 scales 
had been sold. Mr. Mason states that early Sunday 
morning he came to the store to pick up some personal 
belonging and found a man in front of the window vainly 
endeavoring to count the fish. The man followed Mr. 
Mason into the store and asked for a scale, and when he 
was told that the place was not open for business, stated 
that he was from another part of the city and could not 
come back on a week day. He was quite positive that 
the hardware store in his own neighborhood did not 
carry household scales, because he had never seen one 
there. 
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Letters of Comment on Recent Editorials 


o> 





oo 


Has Some Especially Good Points 


HAVE just read over Llew Soule’s article, “The Van- 

ishing Point of Profit.” Of course, we know that 
this is true. There is a question in my mind, however, 
as to the practical, not however, the theoretical, vanish- 
ing point. For instance, take any concern that is just 
breaking even the last of the year. ‘Then suppose they 
found a lot of small orders below your theoretical 
vanishing point of profit with a good margin. Would 
there not be a profit resulting from these small sales, as 
long as all expenses for the period had been met by 
previous sales? Of course, this is not a business-like 
way of looking at it—but it makes me wonder just 
what the true vanishing point 1s. 

Over on the second page of this editorial there are 
some very good points. Especially the paragraph in- 
cluding ‘‘Requirement Buying, based on _ accurate 
records.” I do not know of any retail dealers who are 
using stock records of any kind, and I think if the 
national retail association could get into this phase of 
dealer buying a great deal of good might be done. The 
value of a good system by which the dealer arrived at 
the quantity to be purchased would be as great for him 
as for the buyer in a wholesale or manufacturing con- 
cern. We think it is also true about the jobber ordering 
in small quantities. I believe there is a happy medium 
in turn-over. Too much turn-over is expensive. The 
buyer must figure in his mind for each individual item 
just how much turn-over he can stand. In order to do 
this he must consider the length of time it takes to get 
the merchandise and various other considerations which 
only he knows. Right there comes his individual value 
to his concern. 

I have often wondered what would happen if some- 
one came out with an editorial entitled the “High Cost 
of Turn-Over,” yet I believe that is what we are up 
against in our craze for this very essential feature of 
our buying. It no doubt applies to retail buyers just 
as much or more than to jobbers. 

I do not know what that has to do with the “Vanish- 
ing Point of Profit” There is a vanishing point alright 
on small orders if you try to figure the cost in each 
individual case. Take an order for repairs on a washing 
machine, for instance. It requires one or two letters 
back and forth from jobber to dealer to find out exactly 
what part is necessary, what model of machine, how old 
the machine is and other facts which make it possible 
for the factory to get the right part. Next comes the 
jobbers actual order placed with the factory. If either 
one of the three figured their actual cost on such an 
order, it would more than absorb any possible profit. 


We all know that the profit vanished a long time ago 
on small orders of this sort. I am afraid, however, if 
we thought that every order we had must amount to $20 
before we made any money, we would all be in the poor 
house. Just where the actual disappearance of the 
profit takes place I am unable to say and I think every- 
one else is in the same fix. I should like to hear from 
Llew along this line. It seems to me it is about the same 
as trying to figure the cost of writing a letter. I have 


heard it estimated at all the way from twenty-five cents 





to a dollar and a half. Somewhere between these ex- 
tremes, no doubt is the correct figure. 
(Signed) R. F. Towntey, Vice-President 
Townley Metal and Hardware Co., 
Kansas City, Mo. 





On Hand-to-Mouth Buying 


HARDWARE AGE, 
New York, N. Y. 
Gentlemen :— 

The series of articles which our good friend Llew 
Soule has been publishing for some weeks back in the 
HARDWARE AGE have certainly hit the nail squarely on 
the head in the opinion of the writer. 

We have had a most wonderful example of the re- 
sult of the present hand-to-mouth buying in the past 
two weeks. On Sunday,.Dec. 5, generally throughout 
the East there was a very heavy snow storm for this 
time of year. On Monday, Dec. 6, our office telephones 
began to buzz, and we were besieged with orders by 
telephone, telegram and by letter, every one of which 
asked for delivery “‘rush.” 

While we have not had time to check back all of these 
orders, in a great many cases the orders which we re- 
ceived in this way were the first snow shovel orders we 
had received from these parties this season in spite of the 
fact that we had been after them repeatedly and urgently 
to place specifications since last February. In other 
cases orders which were placed with us by jobbers were 
insufficient to take care of their needs and we imagine 
were reflected to us by the jobbers in their reduced 
orders from retailers. 

Anyway we consider ourselves more or less of a pub- 
lic service corporation, and we certainly endeavor to do 
our best to fill our orders, but we feel that at the same 
time those in the trade should anticipate their demands 
wherever possible. We believe a great many jobbers 
and possibly dealers realize now that they have fallen 
down in this matter, and this is only one instance which 
points out particularly the very points that you are em- 
phasizing. 

Keep it up! . 

Yours very truly, 
S. U. STREETER, vice-president, 
Rugg Mfg. Co. 
Greenfield, Mass. 





On Red Ink or Black 


OUR article entitled, “Red Ink or Black,” is very 
timely. I hope and hope sincerely that it will be 
read by many of the manufacturers and dealers in the 
hardware field. Then, after reading it, I hope at least 
a few of them will practice the doctrine that you are 
preaching. 
You end your article by saying “think it over.” 
Might I now add—“do it now.” 
(Signed) FREDERIC O. RACKLIFFE, 
Rackliffe Bros., : 
New Britain, Conn. 
(Continued on page 43) 
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Hardware Boosters 
Christmas Party 
Was Gala Event 


All Hardware Talent En- 


tertainment 


About seventy members and guests of 
the Hardware Boosters enjoyed that organ- 
ization’s greatest Christmas party held 
Saturday, Dec. 18, at the Hardware Club. 
It was an afternoon full of fun and sur- 
prises. Immediately after the real Christ- 
mas dinner, Chief Booster Charles Pincus, 
Stanley Works, turned the meeting over 
to Junior Chief Booster Fred Hinchman, 
John Russell Cutlery Co., who as chair- 
man of the entertainment committee was 
largely responsible for the excellence of 
the party. Bert Conner, Pike Mfg. Co., 
was Santa Claus and a good one he made, 
distributing useful hardware gifts to each 
man present. 

The Rev. Orrin C. Hopper, D.D., of 
Westfield, N. J., gave an inspiring talk 
on the true Christmas spirit and the value 
of healthy goodness as contrasted with the 
uselessness of unhealthy goodness. 

It was interesting to learn that before 
Dr. Hopper entered the ministry he had 
been in the sheet metal business, which is 
of course akin to the hardware trade. 


Irn between times the Boosters’ own 
vocal talent. Fred Hinchman and _ Bob 
Taylor, Star Expansion Bolt Co., sang 


popular songs, with William Newborn, of 
Harnware Ace, at the piano. 

(;. Duncan MacLeod, hardware merchant 
at 143 East Thirteenth Street, New York 
City, gave a most versatile entertainment, 
including recitations of old classic ballads, 
Scotch songs and Scotch poems. In some 
of his acts he wore the kilts, his native 
garb. Mac went over more than big. He 
was great and afforded the best entertain- 
ment the Boosters have ever had. 

Booster Phil Mercken, Winchester- 
Simnons Co., sang a few songs. Community 
singing sprang up here and there, the 
party ending with “Auid Lang Syne.” 

Among the guests present were Al Cor- 
nell, president, Metropolitan Hardware 
\ssociation; Charles F. Rockwell, secre- 
tary, American Hardware Manufacturers 
Association: Shafer Greenburg, “a” Nut- 
megger, G. “Duncan MacLeod, William 
Newborn, Bob Warren of HARDWARE AGE, 
and Sidney L. Jones, Masback Hardware 
Co. 

The presents distributed by Santa Claus 
were donated by the following: Auto 
Safety Razor Co., American Safety Razor 
Corp., E. C. Atkins & Co., W. L. Blum- 
bere & Co., Beechnut Packing Co., Burns 
Mfg. Co., W. H. Compton Shear Co., 
Charles Clint, Corning Glass Works, Cres- 


cent Tool Co., H. M. Demarest, Dazey 
Churn & Mfg. Co., George W. Davis, 
Henry Disston’s Sons, Inc., Harry H. 


Groshong,. Gillette Safety Razor Co., Har- 
mon & Dixon, Kelly Axe & Tool Works, 
Life Saver Co.. Masback Hardware Co., 
Pike Mfg. Co., Patterson, Sargent Co.; 
Frederick Pfeiffer, Frederick Raymond 
Pfeiffer. Rubberset Co.. Russell & Erwin, 
John Russell Cutlery Co., L. S. Starrett 
& Co. Simonds Saw & Steel Co., ©. ¢. 
Smith & Co., Schnefel Bros., Seymour 
Sears. Sargent & Co., Union Hardware 
Co.. Al. Westohal, Worth Hardware Co.., 
Wiebush & Hilger, J. Wiss & Sons, Peck, 
Stow & Wilcox, Brillo Mfg. Co., Devoe & 
Raynolds, Ben. Weiner, H. A. Cornell, 
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Francis Keil & Son, Stanley Works, Lan- 
bush Fisher Co., HARpWARE AGe, Standard 
Tool Co., Charles Golden, Landers, Frary 
& Clark, and Dietrich-Scobbel Co. 


Al Cornell Is Guest of North 


Jersey Association 


Discussion of the coming Metropolitan 
Dinner was the feature of the meeting 
of the North Jersey Hardware and Supply 
Association held at the Down Town Club, 
Newark, N. J., on Tuesday, Dec. 21. 
President Al. Birkernmeier, Jr., presided. 
Secretary Frank W. Irwin read _ the 
minutes of the previous meeting. 

The president appointed Matt Ludlow, 
past N. R. H. A. president, as chairman 
of the nominating committee. He is to 
be assisted by Sid Milligan and Morris 
Miller. 

Al Cornell, president of the Metropoli- 
tan Hardware Association, was the guest 
of honor. The chair introduced him as 
the retired millionaire hardware man of 
Brooklyn, N. Y. Mr. Cornell discussed the 
annual dinner of the Metropolitan Hard- 
ware Association to be held at the Hotel 
Commodore, New York City, Jan. 20. He 
then told a few humorous stories based 
on experiences when in business. 

In the informal discussion which fol- 
lowed Charles J. Heale, of HARDWARE AGE, 
told of methods and experiences observed 
on his recent trip West and South. 

Bob Warren, of HARDWARE AGE, made 
informal sketches of several members and 
presented them to the subjects as souve- 
nirs. 





_-—- -- 


Bill Bennett Now Connected with 
Surpless, Dunn & Co. 

W. L. Bennett, secretary-treasurer of 

The Nutmeggers, has joined the sales de- 


partment of Surpless, Dunn & Co., 74 
Murray Street, New York City, and will 





W. L. Bennett 


sell lines handled by that concern to job- 
bers and dealers in the Metropolitan terri- 
tory. Mr. Bennett was formerly with the 
New York office of Baeder, Adamson & 
Co., Philadelphia, Pa., at one time man- 
ager of the New York office and a sales- 
man for that house a total of 12 years. He 
is a charter member of The Nutmeggers 
and recently joined the New York Hard- 
ware Boosters. 


| continued business. 
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Abilene Fire Won’t 
Interfere with Western 
Ass’n Convention 


Though fire on Dec. 19 destroyed the 
entire Hodge Block at Abilene, Kan., in- 
cluding the office and some of the equip- 
ment of the Western Retail Implement 
and Hardware Association, this disaster 
will in no way interfere with the organi- 
zation’s 1927 convention to be held in 
Kansas City, Mo., Jan. 18 to 20. This 
information comes from Secretary H. J. 
Hodge, who has already opened a new 
office across the street. The local news- 
paper story follows in part: 

“The front north rooms on the second 
floor were used by the offices of the West- 
ern Hardware Implement Association, of 
which H. J. Hodge is secretary. ‘We 
saved about $1,000 worth of typewriters, 
dictaphones, etc.,’ said Mr. Hodge. ‘Also 
most of the pictures, many of them of 
family interest and which were greatly 
valued. All the desks, correspondence 
files, book cases, etc., are gone. The rec- 
ords and minutes of the association in the 
safe and in a vault in another building 
are intact.’ The office was reopened Mon- 
day in the Southworth Building and work 
went on preparing for the coming conven- 
tion of the association at Kansas City 
next month. Permanent offices will be es- 
tablished soon. The loss of the office 
equipment is estimated at $3,500, mostly 
covered by insurance. 

“The Hodge Block, 50 x 100 feet and 
two stories, now a shell of blackened wall, 
was one of the early buildings of the city. 
It was erected in 1885 by Hodge Brothers, 
C. A. and H. J. Hodge, on the site where 
tor ten years they had a hardware and 
implement store in a frame building. They 
continued the firm for 35 years in the new 
structure. In 1920 it was leased by the 
Hodge Brothers to the Western Merchan- 
dise Company when the Hodge firm dis- 
The loss of the build- 
ing is estimated at $25,000, covered by in- 
surance. The owners have not yet de- 
cided concerning rebuilding. 

“The postoffice on the north and the 
cafe building on the south were uninjured 
and the nearby Badger Lumber Company 
yards, which were in danger, were saved 
from damage by streams of water on roofs 
and lumber.” 


J. D. Snyder Retires from 
Active Business 


John D. Snyder of Brooklyn, N. Y., 
former president New York State Retail 
Hardware Association, has retired from 
active business and will devote his time 
to the development of several objects, 
historical and otherwise, in which he has 
long been interested. 

Mr. Snyder has for several years been 
sole owner of the business known as 
“Snyder of Flatbush,” the corporate name 
being J. J. Snyder & Son, Inc., an institu- 
tion founded many years ago by the father 
of the recent owner. 

The merchandise will be closed out by 
its recent purchasers, and the store, a 
thoroughly modern building, will be leased 
to other occupants. 

Mr. Snyder will retain his membership 
in the Brooklyn and State Associations. 
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Hardware Credit Men 
Link with N. Y. 
Association 


The Hardware and House Furnishing 
Credit Men’s Association of New York 
City has completed arrangements with the 
Adjustment Bureau of the New York 
Credit Men’s Association for the admin- 
istration of accounts in financial difficul- 
ties. In the case of insolvent estates where 
the only possible remedy is closing the 
business, the case will be handled by the 
Adjustment Bureau. This information 
comes from Treasurer M. T. D’Andrea, 
credit manager, Chas. J. Smith & Co., 130 
Worth Street, New York City, hardware 
jobbers, who also says: 

“in case of difficulties that can be over- 
come, this organization with its expert 
advisers and organization, backed by the 
moral support of its 3300 members, prac- 
tically assures an unfortunate debtor of 
fair treatment and the help of his cred- 
itors. 

“It is the plan to eliminate bankruptcy 
in the hardware trade in this section. Hon- 
est debtors should in case of difficulty re- 
fer direct to our Hardware and House 
Furnishing Credit Men’s Association, or 
any member of it, and in this way deal 
direct with his creditors and preserve his 
own good name. Our association is not 
one to be afraid of. We are organized to 
help. Sales flooding the market with “dis- 
tress merchandise” are evils against which 
the retailer cannot compete. This is an 
evil we aim to eliminate with the help of 
every dealer and dealers’ association.” 





Ohio Hardware Dealer Shot 


Three robbers fired at David Ershler, 
68, Dec. 21 when he fought their holdup 
of his hardware store at 3503 Central Ave- 
nue S. E., Cleveland, Ohio. One marks- 
man grazed his skull with a bullet which 
he had just sold him. 

The three escaped with about $8. 
ler was taken to Charity Hospital. 
cians said he was not seriously hurt. 


Ersh- 
Physi- 





Jesse H. Neal Resigns 


Jesse H. Neal, who for eleven years has 
served as executive secretary of The Asso- 
ciated Business Papers, has resigned, his 
resignation effective Jan. 1. He and Mrs. 
Neal will leave on a six months’ Mediter- 
ranean trip in January. The executive 
committee of the A. B. P. has created a 
new office for the association, that of man- 
aging director. Frederick M. Feiker has 
been appointed to this office. After Jan. 1 
the headquarters of the A. B. P. will be 
located at 52 Vanderbilt Avenue, New 
York. 


Kolodney Bros. Will Open Store 
in New Britain 


Kolodney Bros. Hardware Co., New 
Britain, Conn., will open a modern hard- 
ware store at 1531 Stanley Street on or 
about Feb. 15. The store will be 115 feet 
long, 16 feet wide, and has an ell adjoin- 
ing providing 35 square feet. The base- 
ment provides 5000 square feet. K. Gold- 
stein, the manager, has had 20 vears ex- 
perience in the hardware business. Most of 
this time was spent with C. A. Templeton, 
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Inc., Waterbury, Conn. The new store 
will cater to both wholesale and retail 
hardware trade, mills and contractors, and 
will have two or three outside salesmen. 
The retail department will handle shelf 
hardware, builders’ hardware, household 
utensils, sporting goods, mechanics’ tools, 
auto accessories, electric appliances, etc. 





Leon Schwartz Gives Talk 
to N. Y. Paint Salesmen 


On Friday, Dec. 10, at the St. George 
Hotel, New York City, Leon Schwartz 
addressed the New York Paint Travelers’ 
Association. He spoke on the value of 
salesmen’s organizations. Mr. Schwartz 
is president of the Nutmeggers and the 
Connecticut Paint Salesmen’s Club and is 
a salesman for Patterson-Sargent Co. 

He was followed by H. Uehlinger, vice- 
president of the Hilo Varnish Corp., 
Brooklyn, N. Y. Fred Andres, Keystone 
Varnish Co., was elected president of the 
New York Paint Travelers’ Association 
for the 1927 term. 


Winchester 1927 Conventions 
Are Announced 


S. H. Crawford, general agency man- 
ager, Winchester-Simmons Co., St. Louis, 
Mo., announces four Winchester conven- 
tions to be held in January, 1927. They 
are as follows: Jan. 17, Muehlbach Hotel, 
Kansas City, Mo.; Cosmopolitan Hotel, 
Denver, Colo., on Jan. 21; Newhouse 
Hotel, Salt Lake City, Utah, on Jan. 24, 
and on Jan. 28 at Hotel Huckins, Okla- 
homa City, Okla. 


McKinney Mfg. Co. Holds 


Annual Sales Conference 


The sales force of the McKinney Mig. 
Co., Pittsburgh, Pa., held its annual sales 
conference at the main office on Dec. 15, 
16, 17 and 18. New items in McKinney’s 
growing line were explained and discussed 
in detail. The annual sales banquet was 
held Thursday night, Dec. 16, at the Wm. 
Penn Hotel. 





Adolph and August Kastor Re- 
tire After Long Service 


Adolph Kastor and August Kastor have 
retired from active participation in the 
cutlery firm of Adolph Kastor and Bros., 
109 Duane Street, New York City. They 
have been active in this business for 50 
and 38 years respectively. The business, 
founded in will be continued by, 
Alfred B. Kastor and Robert N. Kastor. 
Both are personally acquainted throughout 
the industry. 

Adolph Kastor and August Kastor will 
continue as president and vice-president 
respectively of the Camillus Cutlery Co., 
Camillus, N. Y. They will retain their 
desks at 109 Duane Street. 





Connors Hoe & Tool Company 
Appoints Bouquet-Brownson 


The hardware firm of Bouquet-Brown- 
son, Inc., St. Paul, Minn., has been ap- 
pointed representative in the States of 
Minnesota, Iowa, Missouri and Wiscon- 
sin for the line of manufactured products 
made by the Connors Hoe and Tool Co., 


Columbus, Ohio. 





Commercial Travelers’ 
Night to Be 
Held Jan. 6 


The National Council of Traveling 
Salesmen’s Associations will hold a com- 
plimentary entertainment and_ reception 
stag smoker at the Hotel Pennsylvania, 
New York City, Jan. 6 at 8 p. m. The 
party is to be held in honor of Samuel T. 
Brever of California, Supreme Counselor 
of the U. T. C. The affair is to be known 
as ‘“‘Commercial Travelers’ Night,” will 
be well attended and worth while to all 
salesmen in New York City at that time. 
The reception committee for the evening 
will be Seymour N. Sears, president of 
the National Council, first chief booster, 
Hardware Boosters and well known hard- 
ware salesman, as chairman; Col. Theo- 
dore Roosevelt, chairman of the Council’s 
Associate Division; Maurice Mann, Tim 
Healy, A. M. Loeb and Frank L. Arm- 
strong. The last four are past presidents 
of the National Council, William G. 
Adams is managing director of the 
Council. 
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Empire Tool Works Buys 
John M. Rogers Works 


The Empire Tool Corp., 115 Broadway, 
New York City, has taken over the plant 
and business of the John M. Rogers 
Works, Gloucester City, N. J. The solid 
adjustable blade reamers, adjustable blade 
hollow mills and measuring standards 
marketed for many years by John M. 
Rogers Works will be continued by the 
Empire Tool Corp. 


C. L. Hornaday Co. Formed 
as Sales Agency 


C. L. Hornaday has organized the C. L. 
Hornaday Co., 18 Aetna Building, 23 
North Pennsylvania Street, Indianapolis, 
Ind., as a sales agency, covering Indiana, 
Illinois, Michigan, Ohio, Wisconsin, Ken- 
tucky, "Tennessee, Missouri and Iowa. The 
new agency will handle cutlery and hard- 
ware, calling on the jobbing trade and 
larger retailers. 

Mr. Hornaday in the past has been con- 
nected with Van Camp Hardware & Iron 
Co., Indianapolis, Ind.; Kelley-How- 
Thomson Co., Duluth, Minn.. and the Du- 
luth Show Case Co., Duluth, Minn., in 
selling capacities. 


Ceigler Sells Business 


W. H. Ceigler of Oneida, N. Y., has 
sold his business to his two nephews, 
Messrs. Elliott R. Ceigler and Myron D. 
Ceigler, who will continue the establish- 
ment at the present location, 143 Madison 
Street, Oneida. 


Pease Succeeds Rinn 


L. H. Pease & Son have succeeded F. A. 
Rinn in the hardware business at Gasport, 
N. Y. In addition to hardware, Pease & 
Son are extensively engaged in fruit stor- 
age, baskets, spray materials, etc., which 
are largely used in that section of the 
State. 
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Price Maintenance Bill Up in 


January 


The House Committee on Interstate 
and Foreign Commerce Dec. 21 agreed 


to take some action in January on the 


Kelly price maintenance bill. 

“IT am hopeful that the committee 
will realize the importance of this pro- 
posal for the advancement of honest 
merchandising, and will favorably re- 
port the measure, so that we may have 
action at this session,” 
tative Kelly of Pennsylvania, author of 
the bill. 


“Exhaustive hearings were held by | 


the committee in the last session, and 
every phase of this important business 
problem was presented. The immediate 
necessity of a remedy for unfair prac- 
tices in the sale of standard trade- 
marked articles was plainly proved.” 


Mathers Purchase White Store 
in Moravia, N. Y. 


F. B. Mather and C. K. Mather have 
purchased the business of R. D. White at 
Moravia, N. Y. The new firm will be 
known as Mather Hardware & Electric Co. 


the house will engage extensively in elec- 
trical installation and supplies. Mr. White 
will conduct a radio supply store hereafter. 


W. G. Van Kersen Will Retire 


J. J. Van Kersen, Inc., Kalamazoo, 
Mich., established in 1866 and incorporated 
in 1920, will cease to exist Dec. 31, 1926, 
at noon. The stock is being closed out and 
W. G. Van Kersen, the owner, will retire. 








Indianapolis Dealers Have Elec- 
tion of Officers 


At a recent meeting of the Indian- 
apolis Retail Hardware Club, held in 
that city, officers for the ensuing year 
were elected as follows: E. George 
Berkmeyer, president; E. K. Oder, first 
vice-president; R. E. MacBeth, second 
vice-president; Louis Seele, treasurer 
and George M. Scherer, secretary. 


Starrett Co. Gives Employees 


Bonus 
The L. S. Starrett Co., Athol, Mass., 
makers of small tools, acted as Santa 
Claus to its employees. In appreciation of 
the cooperation and good spirit shown 
by all employees, the company paid a 


Christmas bonus in the form of a percent- 
age of the entire amount earned by each 
during the six months ending with Dec. 31. 
The percentage was based on the length 
of service of employees, and ranged from 
about 4 to 8 per cent. 


Gem Nail Clips Now Wrapped 
in DuPont “Cellophane” 


Gem and Gem Jr. nail clips are now 
being wrapped in DuPont “Cellophane,” 
a clear transparent substance which is 
dustproof, airproof, and which adds extra 
luster to the goods and prevents them 
from becoming unsalable because of 
fumes, dust or tarnish. Each clipper 
reaches the customer in a sanitary condi- 
tion. The leading jobbers carry the Gem 
line of finger nail clips. 
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New Bonnie Dover Iron 
| 


| for traveling and for boudoir use, and for 


all light ironing, the Dover Manufacturing | 


Co., Dover, Ohio, announces in introduc- 
ing this newest member of the Insured No- 








_Burn-Out household iron family. Bonnie 
| Dover weighs 2% lb., has 25@ in. x 5 in. 
‘ironing surface, is rated at 220 watts, is 
_equipped with Dover Insured No-Burn- 
Out Heating Unit, has 6 ft. silk cord with 
| separable connector plug, and is sold com- 


_plete with leatherette traveling bag which 


| 


— 


ae a hein 1 | protects both the iron and the clothing— 
In addition to the general hardware line, |, sharp corners, no bouncing weight, to 


rip and tear. 


It is capable of doing even 
a regular ironing, and is especially adapted 
for light ironing in those homes where for 
lack of facilities the ordinary laundry is 
“let out.” 


New Display Stand Put Out by 
Brownie Mfg. Co. 


The Brownie Manufacturing Co., Fort 
Wayne, Ind., manutacturers of guaranteed 
Turnbuckles, are now furnishing a small 
but attractive display stand with their No. 
550 Assortment, consisting of 4 dozen 








—— 





| plain and 4 dozen galvanized Turnbuckles. 
|The numbers used in the assortment are 


all popular sizes. No. 50 plain and No. 
050 galvanized; No. 51 plain and No. 051 
galvanized; No. 52 plain and No. 052 
galvanized; No. 53 plain and No. 053 gal- 
vanized. 

Brownie Turnbuckles, for radio aerials 
and stretching lines of any kind, are made 
extra strong, and will accordingly hold 
up against the weather and also stand a 
powerful strain. 


: , , , 
A practical and convenient light iron | 


December 30, 1926 


Westinghouse Head Sees 
Good Outlook 


_ “There is every indication that the 
first half of 1927 will be equally as 
good for the electrical industry as 1926, 
which has been a good, but not unusual 
year,” says E. M. Herr, president of 
the Westinghouse Electric & Manufac- 
turing Company, in discussing the 
prospects of electrical manufacturing 
in 1927. He is especially confident as 
to the growth of the use of electrical 
power, which he finds still has a wide 
field before it. 

Mr. Herr mentions a number of gen- 
eral factors making for encouragement. 
He believes that during 1927 there will 
be either a reduction of taxes or of the 
national war debt. The railroads have 
improved their efficiency. The farm in- 
dustry has improved and promises more 
improvement. Commercial and indus- 
trial waste have been reduced. 

Turning to the electrical industry, 
Mr. Herr says in part: “Recent sta- 
tistics show that there are over 3,000,- 
000 wired houses without electric irons, 
over 8,000,000 without fans, over 11,- 
(00,000 without toasters, and even more 
without coffee percolators, ranges, 
washing machines, vacuum cleaners and 
other household appliances. Rapid 
strides are being made in the introduc- 
tion of electrical refrigeration into the 
home. 

“The market for large apparatus for 
the generation and distribution of elec- 
trical current, with the consequent less- 
ening in cost of such current to the 
public, has shown improvement during 
the past year. This will probably con- 
tinue on even broader lines during the 
coming year. 

“There has been a marked increase in 
the use of electricity for power in the 
steel and coal industry, as well as for 
many other industrial applications. The 
use of electrical current in drilling oil 
wells and pumping oil in the oil fields 
has also greatly increased, but there is 
still a wide field for future growth. The 
electrification of railroads has also 
shown an awakening, which should lead 
to a very much increased demand for 
electrical apparatus for this purpose.” 


New Electric Vacuum 
Cleaner 


The Vulcan is a new electric vacuum 
cleaner that is made solely for the hard- 
ware trade. It will be sold only through 
hardware jobbers, and rigid territorial 
protection will be exercised according to 
the manufacturer. 

This cleaner, which is illustrated here- 
with, has both powerful suction and a 
detachable stationary brush. The motor 
is strong and durable, and is built to 
eliminate service troubles. In the event 
of service being necessary, ample facilities 
are already provided. It retails for $45, 
which includes a full set of attachments. 

The Vulcan is manufactured by the 
Electric Vacuum Cleaner Co., Inc., Cleve- 
land, Ohio. 
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The Grand Award of $250 went Ae 
to the Escondido Hardware and 
Furniture Co., Escondido, Cal., 
for a double window display. 
The photos above and to the 

right won the grand prize. 


appeal characterized the avalanche 

of interesting photographs of at- 
tractive window displays submitted in the 
hfth annual Sportsmen’s Week window dis- | a <eeale ay 
play contest sponsored. by the Remington | “Sa eS 
Arms Co., Inc., 25 Broadway, New York 2 ag Mt te? 
City, during the week of Oct. 11 to 16. This 
year’s contest attracted more attention and 
created more interest than any of the other four which 


‘err and strong selling 


Here’s a realistic 


is saying a lot. Not only were many hundreds of Pa yl Ze 
hoto bmitted. but Remi len received ee gee Eb! Be 8 . sportsman scene whic 
photos submitted, but Remington also received many cd | MAE tyetie | tango ap yor 
letters from dealers stating that the colorful displays , f 7 Pa “5,5 displays awarded the 
increased their sales volumes from ten to thirty per [1 aT Bw. AF grand prize. 
cent. The awards totaled $5,000. " Gan 

Sportsmen’s Week is held yearly in the interest of | 
better windows and the growing interest and enthusi- 1% - ; : 
asm for this annual event. is resulting in a lasting 3 i § First prize of $100 in 
: ; . h ‘aa online od : } 4% Group One went to 
improvement in the display and merchandising 0 ci | | @ . Cc tine Co. 
sporting goods. f jor & y * Toppenish. Wash., for 

There were three groups in the contest. The first, » tif > hee this appealing display. 
or Group 1, was open to retailers hy nf he d 


in towns of 3000 population or 
less. Group 2 consisted of mer- 
chants in towns of from 3001 to 
6000 population, while Group 3, 
consisted of retailers in cities of 
more than 6000. 

From the hundreds of remark- 
able photographs the two windows 
of the Escondido Hardware & 
Furniture Co. (Escondido, Cal. ) 
were judged the best and to this 
firm was awarded the grand prize 
of $250. In 1925 the Escondido 
Co. won first prize in Group 1. 
This is proof conclusive that the 
Escondido concern has a window 
dresser of exceptional ability. 
(Story continued on page 65) 





Window Display. 
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The window at top took the $75 award in Group One and was 

submitted by Elmer Wardrope, Leeds, N. D. The other three 

pictures comprise a reproduction of C. T. Robertson’s winner 

of the $100 reward in Group Two. Mr. Robertson’s store is in 
Kalispell, Mont. 
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Above: Hugh Saum, 
Edinburg, Va., received 

$75 in Group One. 


Right: Brookhaven Hard- 

ware Co. Below: Mce- 

Cormick - Saeltzer Co., 
Redding, Cal. 
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Three hunting scenes, full 
of life and sales appeal 
submitted for Group 
three. The top picture 
comes from Tritch Hard- 
ware Co., Denver, Colo., 
and took an award of 
$100. The otber two dis- 
plays received $75 awards. 
The center display was 
submitted by Herpols- 
heimer Co., Grand Rap- 
ids, Mich. The _ third 
photo is from Hoffman & 
Goodman, Richmond, Va. 
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The store of Stewart Bros., Memphis, Tenn.. 
where W. R. Kendall, an active member of the 
M.R.C.M.A., is an officer. 


Memphis Retailers Keep 
Strings on Wayward Dollars 


EALIZING the necessity of securing prompt, 
complete and accurate individual credit informa- 
tion based on actual ledger experience, the Mem- 

phis Credit Men’s Association was organized and 
incorporated under the State Laws in 1918 with a view 
of clearing its reports through the Merchants’ Credit 
Association. 

So thoroughly was the ground work laid by the 
charter members that this association has grown in size 
and influence until it is now fourth in the entire United 
States, having about four hundred members. It repre- 
sents seventy different lines of business and professions 
and one of its former presidents, George A. Lawlo, was 
honored with the presidency of the National Association. 

It occupies a prominent position in civic affairs and 
the city’s foremost citizens are always pleased to receive 
an invitation to address its meetings. 

It has sold its organization to the heads of the stores 
nearly 100 per cent. Store executives frequently attend 
its meetings and refuse no reasonable effort at coopera- 
tion, and are willing that their credit managers and 
assistants take as much time as necessary for the busi- 
ness of the association. 

Understanding that the slow paying custgmer was not 
entirely to blame, it has operated along educational 
rather than coersive lines and has had no difficulty in 
raising a voluntary subscription of $8,000 a year for 
its educational advertising campaign, carried on through 
the daily papers and large illuminated billboards its 
slogan being, “Is your account appreciated or tolerated.” 






W. R. Kendall ~~ 
Memphis 


[In describing the activities of and purposes of the 
Memphis Retail Credit Men’s Association, W. R. Ken- 
dall, an officer of Stewart Brothers’ Hardware Co. of 
Memphis, and one of the credit organization’s most en- 
thusiastic and active workers, has this to say: 

‘Due to the publicity methods used by our association, 
monthly retail collections in Memphis will average as 
high as in any city in the United States and this is 
accomplished without friction or unpleasantness. The 
customer has been taught to realize that he makes his 
own credit rating and this knowledge acts as a spur to 


prompt payments. 


“The larger stores in the city have never tried to 
dominate the Association and have been willing at all 
times to give freely of their time, experience and money 
to help the small business solve its problems. 

“The bright spot in our association is the absolute co- 
operation and confidence of its members and _ their 
willingness to work for the association—a request for 
service being taken almost as a command. 

‘Where there is a R. C. M. A. the hardware dealer is 
overlooking a very valuable asset if he does not belong, 
and if there is no association in his town it would be to 
his interest to help organize one at once. Even with a 
few members exchange of ledger experience will bring 
out some great surprises.”’ 

In describing the methods used in the store of Stewart 
Bros.’ Hardware Co., Mr. Kendall said: 

“Tt is our custom on the first of each month to divide 

(Continued on page 58) 
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New Style Dacor Clothes 
Closet Hooks 


Space economy, neatness and con- 
venience are the three outstanding tea- 
tures of the new Dacor, recently placed 


on the market by the Dacor Division of 
the Davis Tool and Engineering Co., De- 
troit, Mich. 

It is a clothes closet hook device of 





nickel and 
dress hangers. 
Dacor hooks fully equips 
closet and neatly ac- 
commodates eighteen garments. 

Another special feature of this new de- 
vice is that its construction prevents 
hangers from slipping off or crowding 
together. 


finished in 
notched to hold six suit or 
A set of three 
the average size 


stamped _ steel, 


New Window Display Fixtures 
Announced by Duluth Company 


As a result of an extensive investigation 
by its store engineering department, the 
Duluth Show Case Co., manufacturer of 
store equipment, etc., Duluth, Minn., has 
placed on the market a set of window dis- 
play fixtures, illustrated in connection with 
this article. A feature of these new fix- 
tures is that they can be used in one dis- 
play or divided up into several units. 


tilt 


7 ao ae 


ee 





A small and large size set are made to 
meet the needs of merchants having small 
or large windows. Further information 
concerning these new window display fix- 
tures can be obtained by writing the 
Duluth company. The firm maintains a 
New York office at 101 Park Avenue, in 
charge of M. M. Godschalk. 


New Brown and Sharpe Co. 
Milling Machine Catalog 


ligt BOS ary 
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Providence, R. L, 
100-page Milling Machine catalog, 


| tools, manufactured by the firm. 


The line described and illustrated in the 
catalog is unusually complete and includes 
various 
| sizes for tool-room and production work, 
for jobs re- 
_quiring the use of vertical spindle, manu- 
fixed table 
height has its advantages, and automatic 

machines of three distinct types for the 

rapid economical production of duplicate 


_Universal and Plain Machines of 


Vertical Spindle Machines 


facturing type units where 


parts. 


Copies of this new catalog 


Two New Cartridges by 
Peters Cartridge Co. 

The Peters Cartridge Company, 
nati, Ohio, has recently 
addition of two new cartridges, 








M.C. hollow .30-.30 M.C. 


point expdg., 
hollow point expdg. in twé bullet weights 


adapted to rifles 
.30-.30 


each, 125 gr. and 165 gr., 
chambered for the .30 Rem. and 
Winchester and ) arlin cartridges. 

These two ca% idges are a combination 
of a new type non-fouling, hollow point, 
metal case bullet and greater velocity. The 
| result is greater shocking power with a 
| corresponding increase in effectiveness and 
= | game-getting qualities. 





According to the Peters company, the 
| bullet mushrooms perfectly on impact, 
| with little or no loss in weight. There is 


'extreme penetration after the mushroom- 


|ing or expansion take place. 


The mushrooming qualities are easily 
seen in the attached photographs, which 
show a cross sectional view of the bullet 


and the same weight bullet mushroomed. 


The photographs are in scale, so that you 

can get an actual idea of the expansion. 
Both cartridges embody all: the charac- 

teristics of the Peters metallics—loaded to 


-unitorm velocities, perfect relationship of 
| bullet, 

The Brown and Sharpe Manufacturing | 
Co., manufacturer of machinery and tools, | facturing processes. 


powder and primer, accurately run 
bullets and a thorough control of all manu- 


has just issued a new 
which 
lists the complete line of these production 


can be had 
_by addressing the company at Providence. 


Cincin- 
announced the 
30) Rem. 
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Osborn Mfg. Co. Announces 
a New Bass Broom 


The Osborn 
manufacturer of brushes, 5401 Hamilton 
Avenue, Cleveland, Ohio, has developed 
and perfected a new Osborn Bass Broom, 
a special feature of which is a seamless 
steel cap which makes possible an unusual 
combination of desirable qualities into a 
broom, which, according to the manufac- 





turer, is practically indestructible. It is 
light and well balanced and yet, its con- 
struction makes it better wearing and gives 
it superior sweeping qualities. 

The light, rugged stamping holds the 








fiber permanently. l‘irst, tremendous 
pressure literally shrinks the steel around 
the fiber and holds it firmly by compres- 
sion. Second, the cap is nailed to pre- 
vent the fiber from loosening, and_ third, 
is filled with a special cement which gives 
the final assurance of a broom that will 
not come apart or loosen. 

Three bearing points keep the handle 
rigid—a close fitting collar on the seam- 
less steel cap and two heavy rivets through 
hoth the cap and the handle. Handle is 
made of selected straight grained hard- 
wood. 

Made in three grades, the Osborn Bass 
Broom is designed to cover all require- 
ments. A coarse broom is designed for 
heavy sweeping and railroad track work. 
Kor general factory and warehouse work 
the medium grade is recommended and 
for lighter work the more flexible, fine 
grade is best adaptable. 


Rugg Announces Socket 
Pattern Snow Shovel 


The Rugg Manufacturing Co., Green- 
field, Mass., has brought out a new line 
of common socket pattern steel snow 


shovels designated with the firm’s trade 
“Keystone.” 


name, 





This new line of snow shovels is in ad- 
dition to the firm’s line of galvanized, 
spring -steel and wood snow shovels, 
which have been manufactured by the 
Rugg company for many years and which 
are being distributed the regular hardware 
channels of distribution. 





Manufacturing Co., Ince., 
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A man fell out of a boat and began to yell loudly for help. 
“Lower your legs!” shouted the captain. 
ad And the man did, and found himself standing in four feet 3° 
of water. 
That is often the way. 
we think they are. 


“Nora, you were entertaining a man in 
the kitchen last night, were you not?” 

“That’s for him to say, ma’am. I did 
my best.” 


—_—_—_—————_ 


SHE: “No, my boy, I will not marry 
you. That’s final.” 
HE: “Aw, come on, just once.” 


THE FAIR ONE: “TI suppose you will 
marry, though, when the golden oppor- 
tunity offers, won’t you?” 

THE CAUTIOUS ONE: “It will de- 
pend on how much gold there is in the 
opportunity.” 


“Everybody in our family is some kind 
of animal,” remarked Tommy. 

“What do you mean?” asked the mother. 

“Why mother, you’re a dear, you know.” 

“Yes, Tom, and the baby is mother’s 
little lamb.” 

“And I’m the kid; sister is a chicken; 
aunt is a cat, and cousin Kate is a bird, 
and uncle Jim is a jackass. The baby’s a 
little pig, Dad’s the goat, and ——” 

“That is enough Thomas,” 


“And was mama’s darling frightened 
when it thundered ?” 

“No, mama, I wasn’t, but nursie was.” 

“Why, how do you know?” 

“I know, cos’ daddy had to take her on 
his knee.” 


“Why, dad, this is roast beef!” ex- 
claimed Willie at dinner one evening when 
a guest of honor was present. 

“Of course,” said the father. “What of 
it?” 

“Why, you told mother this morning 
that you were going to bring home an old 
mutton-head for dinner this evening!” 


SHE: “Now what are you stopping 
for?” 

HE: (as the car comes to a stop) “I’ve 
lost my bearings.” 

SHE: “Well, at least you're original. 
Most fellows run out of gas.” 


Our troubles are seldom 


“I’ve come,” said a young woman 
politician to a middle aged business man, 
“to ask you to support me.” 

“I’m sorry, madam,” replied the man, 
“but you’re too late. I’ve been married 
for years.” 


ee ee 


PLUMBER: (playing Santa Claus) 
“Now I’ve done it! I’ve been and for- 
gotten the presents !—Passing Show. 


—— -—— — 


THE BACHELOR: “How we change 
as we grow older!” 

THE DIVORCEE: “Yes, d’you know, 
I used to marry men [ wouldn't invite to 
dinner now!” 


THE OLD SPINSTER: “Has _ the 
canary had its bath yet?” 

THE MAID: “Yes, he has, mum. You 
can come in now.” 


In the days before prohibition, an old 
Southern darky was wont to celebrate 
Christmas with a quiet and solitary bottle 
of liquor. Upon one occasion he was go- 
ing home with his prize under his arm, 
when he stumbled on the curbstone. The 
bottle slipped, fell and broke, spilling the 
contents all over the pavement. 

The old darky regarded the catastrophe 
with gentle mournfulness. 

“Dere, now,” he murmured, “Christmas 
come an’ gone!” 


RASTUS: “We done sold all our black 
mules.” 

SAMBO: “Sold ’em. What foh?” 

RASTUS: “We jes figgered black 
mules et moah than de white mules.” 

SAMBO: “How you all figger dat?” 

RASTUS: “Dunno. We figgered and 
figgered and the only reason we could 
figger out was maybe because we had more 
of the black ones.” 


FLAPPER: “I'd like to try on that rose 
dress in the window.” 
SALESMAN: “Sorry, miss. 


lampshade.” 


That’s a 


as bad as 


Murphy had just been presented with 
triplets and was so elated over the event 
that he called in everybody to see them. 
Among the visitors was Hogan. 

“An* what do ye think of that?” de- 
manded the proud father, pointing to his 
row of offspring. 

“Well,” replied Hogan, judiciously, look- 
ing the babies over carefully and pointing 
to an especially healthy specimen, “I’d be 
keepin’ that one.” 


traveler in the 


2? 


“Why should every 
desert carry a watch with him 

Ans. “Because every watch has a 
spring in it, heh, heh.”—Judge. 


An Eskimo, brought to’ New York on 
a sightseeing tour, describes the Amer- 
ican girl as “onnanutziak.” That leaves 
only “onna” and ziak” to be explained. 


SAFETY 
larmer (to druggist)—‘Now, be sure 
an’ write plain on them bottles which is 
for the Jersey cow and which is for my 
wife. I don’t want nothin’ to ’appen to 
that Jersey cow.” 





MISTAKE SOMEWHERE 


Stranger—“Can I get a room _ for 
three?” 
Clerk—‘“Have you got a reservation?” 
Stranger—‘What do you think I am, an 


Indian ?” 


CAUSE AND EFFECT 
More times than not a woman is re- 
sponsible for her husband’s success be- 
cause of the money she makes it necessary 
for him to make. 


Captain—“If anything moves, shoot!” 


Sentry—‘“Yessah; and if anything 
shoots, ah moves.” 











Failure of ‘Tax Legislation 
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Disappoints Business Interests 


(Washington Bureau of Harpware AGE.) 


porarily ended. 








the beloved constitutents, like experts, also disagree. 
which case the members of Congress will be left in a 


NOW that Congress has recessed for the Christmas 
holidays, a large number of its members will be able 
to hob-nob with their constitutents back home and per- 
haps get reaction from them as to what Congress has 
done or failed to do during its brief session just tem- 
The difficulty may be, however, that 


In 


befuddled state of mind and can proceed with legisla- 


tion as they think best. 


It is to be assumed that the two big topics the 


members of Congress will hear discussed will be farm and tax legislation. 
Assuredly there is a wide divergence of opinion among the agricultural 
interests themselves as to what legislation, if any, shhould be enacted. So 


it is true also that there is a difference of views as to tax legislation. 


But, 


as indicated previously, tax legislation at this session is a dead issue. 


The fact remains, however, that busi- 
ness interests of the country as repre- 
sented by a number of organizations are 
letting Congress know quite definitely that 
they do not like the action of the majority 
members of the House Committee on 
Ways and Means in turning down the 
President’s tax reduction plan. The Na- 
tional Association of Manufacturers and 
the Chamber of Commerce of the United 
States both have made their displeasure 
known in no unmistakable terms and other 
organizations have gone on record in vig- 
orous fashion as a protest against failure 
to get relief. 

The Board of Directors of the Chamber 
of Commerce of the United States re- 
cently made a demand for the early re- 
duction of taxation equal to the annual 
surplus produced under the present law. 
This was coupled with a further demand 
that a large portion of the surplus should 
be applied to the reduction of the cor- 
poration income tax. The National Asso- 
ciation of Manufacturers, together with 
other prominent business organizations, 
also has been making a strenuous fight to 
get immediate legislation looking to reduc- 
tion of the corporation tax. Failure to 
get results at this session, however, may 
mean a bigger slice off of taxes at the 
next session than would be at all likely at 
the present one. That may provide some 
compensation. It is all that can be looked 
for. 


Travelers for business would have ap- 
preciated a Christmas gift in the way of 
legislation eliminating the Pullman sur- 
charge. But Santa was not so benevolent. 
It is doubted that this legislation will be 
taken up at the present session of Con- 
gress, although it is easily within the 
realm of possibility and a strong push 








from those who pay the surcharges might 
help considerably. It will be recalled that 
the Senate has twice passed the bill but it 
always died in the House. It is now on 
the calendar and as reported it provided 
that the Interstate Commerce Commission 
cannot allow the surcharge to be made. It 
is one of the relics of the war, assessed 


through William G. McAdoo as Director 
of Railroads. The armistice came along 
and Mr. McAdoo lifted the tax. But in 
1920 it was reimposed through the Inter- 
state Commerce Commission as a means 
of providing the railroads with additional 
revenue and a method of helping them to 
get the so-called guarantee of a 5% per 
cent return. The name given the sur- 
charge has left the impression among those 
not closely acquainted with it that it goes 
to the Pullman company. It goes, of 
course, to the railroads. 


The metric bill bobbed up early at the 
present session of Congress. <A _ hearing 
was held on it before the Senate Com- 
mittee on Commerce. The proponents 
were allowed one day and the opponents 
the next day. The attitude of the Com- 
mittee leads opponents to the belief that 
the bill is further from enactment now 
than at any time since it was introduced 
in Congress some two decades ago. If 
anything is done at all at the present ses- 
sion it probably will be the passing of a 
joint resolution directing the Department 
of Commerce to investigate the merits of 
the system and report to Congress. This 
would be done by the Bureau of Stand- 
ards. As a matter of fact, however, the 
Bureau did that very thing in 1916, some- 
thing which members of the Committee 
did not know until so 
hearing. By reason of this it is not 
thought that the resolution will be passed. 
The Bureau recommended adoption of the 
metric system. But the Bureau under the 
Hoover regime has not gone on record 
either for or against the metric system. 
Perhaps Mr. Hoover realizes that the 
metric bill is loaded with dynamite, as 


inf ormed at the 





former Secretary of Navy Denby said 
about oil. 


A good view of prospects for building 
up export markets in heavy hardware lines 
is expected to develop from a question- 
naire just sent out by the Iron and Steel 
Division, Department of Commerce, to all 
of its offices throughout the world and to 
consulates where it has no offices. The 
questionnaire calls for a general review 
of the trade in iron and steel merchant 
products, such as sheets, tin plate, pipe, 
tubes, wire, nails, etc., comparing 1926 
and 1926. The review is to include any 
unusual events that have taken place to 
affect this trade, also price trends, and, in 
a general way, the source of supply of 
these materials in case local manufacture 
does not control. The reports are to be 
mailed not later than Feb. 1. It is in- 
tended to combine the reports for issue as 
a Trade Information Bureau. 





The Federal Trade Commission reports 
that its comparatively new procedure 
through the division of trade practices con- 
ferences has proven an expeditious and 
economical means of eliminating the use 
of unfair methods of competition from 
industry by assembling in conference rep- 
resentatives of a given industry who un- 
der the direction of the commission define 
and on a given date voluntarily and simul- 
taneously abandon the use of such meth- 
ods. This puts all competitors on an equal 
footing. In addition, the commission 
points out, it induces moral support and 
actual assistance from the industry in the 
enforcement of the rules which the in- 
dustry adopts and accomplishes at a mini- 
mum of cost and time one of the chief 
purposes for which the commission was 
created. A number of conferences have 
been held and actions on applications for 
conferences for steel, toys, zinc product 
industries, manufacturers of mops and 
other lines are awaiting preliminary in- 
quiry and report. The new division took 
over the trade practice work which here- 
tofore was scattered among several divi- 
sions. The commission claims the divi- 
sion has coordinated, expedited and facil- 
itated the holding of such conferences 
with a view to encouraging closer cooper- 
ation between business as a whole and the 
commission in serving the public, “par- 
ticularly by extending the scope of this 
work within its proper sphere, by provid- 
ing facilities for prompter action than was 
heretofore attainable, and by supplying a 
means through which immediate action 
may be taken in cases of alleged violation 
of rules adopted by industries at trade 
practice conferences.” The practice means 
that business adopts rules governing itself, 
through sanction of the commission. The 
origin of this procedure is found in an 
effort made several years ago to eliminate 
simultaneously and by consent of those 
engaged in a given industry practices 
which, in the opinion of industry as a 
whole, were harmful, wasteful and unfair. 
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Letters of Comment on Recent Editorials 


(Continued from page 31) 


Hits Nail on the Head 


HAVE read the editorial, “Red Ink or Black,” by 

Llew S. Soule. It certainly hits the nail on the head, 
especially where he says “The hardware industry has 
a false conception of ‘live and let live.’” I personally 
know the public does not begrudge a fair profit to the 
retailer. We sell from practically every manufac- 
turer’s resale list, where there is one. If the manu- 
facturer has no resale list we make a good stiff profit. 
Too many merchants figure the cost of doing business 
too low. If he takes his interest on investment, rent, 
salary, borrowed money, delivery, office supplies, extra 
help, taxes and the rest of the incidental costs and 
charges them up, he will find that it costs him at least 
20 per cent to do business—he has got to be on the 
job to do it for that. If he makes 10 per cent on the 
total volume of his business, I think he is a pretty 
good merchant. 

(Signed) J. W. CLARK, 
Clark Hardware Company, 
Lexington, Ky. 





Assured of Cooperation 


LL you say in the article, “Red Ink or Black,” is 
only too true. It is a matter that is vital to the 
interest of the hardware jobbing trade. The anxiety 
to expand and increase sales has become so intense, 
that not only is there an increasing tendency to cut 
prices to a point that makes business unprofitable, but 
further, there is an increasing tendency to even cut 
restricted resale prices in order to get a temporary 
advantage over competition. 

We trust that you will continue your efforts to bring 
this important fact before the jobbing trade, and you 
can be assured of our cooperation. 

(Signed) E. C. RAEDEL, Treasurer, 
Canton Hardware Company, 
Canton, Ohio. 


Here’s a Good Question 


LiA'T shall we do with the small town merchant? 
ls he justified in carrying a stock that will take 
care of his special orders? lf not, where will he get the 
merchandise to serve his trade? 
(Signed) Homer Hawker, 
Shinnston, W. Va. 


_ i ee 


Red Ink or Black 
Red ink or black? Dip in your pen. 
You have your choice. Don’t say, 
The fault is all some other chap’s— 
If your biz doesn’t pay. 
Both inks are ready, paper set. 
It’s up to you to write; 
As you select, the color stands— 
To win or lose the fight. 


Red ink or black? Your sight is good, 
So, surely is your mind. 

If you choose wrongly, dare you claim 
That you are color-blind? 

You see both red and black, with care 
Your color pick—don’t trace 

Your lines in crimson, then expect 
Your failures to—erase. 


Red ink or black? Both colors—fast! 
Unfading and secure 

Upon the paper, once set down 
They both alike—endure. 

Regrets are useless, all unchanged 
The record holds its track; 

It’s there tostay! Pays you? You pay? 
Which is it—Red or Black? 

Mount Vernon, N. Y. WILLIAM LUDLUM. 


Cash in on Paint Advertising 


F there ever was a time in the history of the paint in- 
dustry when greater efforts were made to interest 
women in painting, we do not recall it. 

Most of the magazines of general circulation, and 
especially women’s magazines, carry from one to a 
dozen ads showing women in the act of painting fur- 
niture, woodwork, floors, etc. The copy tells how easy 
it is to obtain exceptionally pleasing results with various 
kinds of paint. 

Paint manufacturers are sending their demonstrators 
to stores selling their lines of merchandise primarily for 
the purpose of increasing the women’s interest in paint- 
ing. Many of the manufacturers are getting out a 
fine line of helps, to be distributed by the dealer, which 
are devoted almost exclusively to explaining to women 


how to do certain kinds of painting and to “sell” them 
the manufacturers’ brand of paint. 

Advertising such as that mentioned and trade pro- 
motion work being done by the manufacturers will bear 
fruit. Some of the women in your community will be- 
come interested in such work and once they get started, 
the fad will spread. 

And SOME DEALER will sell the paint. 

The winter months, to the man who sells paint, spells 
opportunity. It is the time to stress interior painting 
work. It is the time to sell varnish and enamels for 
woodwork. It is the time to sell paints and varnishes 
and lacquers for furniture. 

If you carry a line of paints, go after that indoor 
business that will help you to bridge over the lull in 
business right at this time of the year. 
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Exports of Manufactured Products Total N early One and 


One-Half Billion Dollars for First Nine Months of 1926 


imports, but the total values for the period were below 


: ), aperts for the first nine months of 1926 again overtook 


those of 1925, says a statement issued today by the Foreign 
Commerce Department of the Chamber of Commerce of the United 


States. 


This was accounted for by declines in values of cotton 


and copper and other industrial materials. 

The Chamber’s statement, which is based on a foreign trade 
analysis for the first nine months of the year, shows that a num- 
ber of leading American exports established new records in either 


value or quantity for the first three-quarters of the year. 


Export 


records were set during that period by automobile, gasoline, agri- 
cultural machinery and implements, crude petroleum, rosin, con- 
struction and conveying machinery, mining and quarrying machin- 
ery, musical instruments and typewriters. 


It is pointed out in the Chamber’s 
report that “although the value of raw 
cotton, $478,000,000, was 25 per cent 
below last year’s figure, it ranks as 
the fifth largest value in our history, 
having been exceeded only in 1919, 
1920, 1924 and 1925. The quantity ex- 
ported, 4,661,000 bales, was the sixth 
largest in 20 years, having been ex- 
ceeded only in 1907, 1912, 1915, 1916 
and 1925. The sales of. this cotton 
were made at prices ranging from 18.5 
cents, September average, to 21.4 cents 
a pound, the January average. 

“The British coal strike accounted 
for the brisk demand for coal. The 
value of our exports of coal and coke, 
$119,000,000, was exceeded only in 
1920, 1921 and 1923, while the quantity 
shipped abroad, more than 21% mil- 
lion tons, has been surpassed once only 
—in 1920. 

“Exports for the third quarter of 
1926 were the largest of the year, 
heavy shipments being maintained in 
the usually low summer months, while 
September exports amounted to $448,- 
724,000, the highest value for a Sep- 
tember since 1920 and one of the high- 
est on record. Exports averaged $379,- 
000,000 monthly, the nine-month total 
nearly reaching 3% billion dollars. 

“Our exports of finished manufac- 
tured products for the first nine months 
of 1926 totaled nearly one and one-half 
billion dollars, the greatest since 1920, 
and constituting nearly 45 per cent of 
our exports—a percentage for this 
group exceeded only in 1916 and 1917. 
In fact, three-fourths of the number 
of gains in export commodities were 
in manufactured lines. Iron and steel 
exports increased nearly 21 million 


dollars in value, but copper and other | 





of non-metallic minerals (coal, petro- 
leum, etc.) were 21.3 per cent higher 
than a year ago; machinery and ve- 
hicles increased 9.3 per cent; inedible 
vegetable products gained 8.1 per cent; 
chemicals and related products 6.5 per 
cent; miscellaneous (films, books, mu- 
sical instruments) 4.7 per cent; and 
wood and paper 4.4 per cent. Export 
groups declining included vegetable 
foodstuffs, off 13 per cent; meats, fish, 
and other animal foodstuffs, off 11 per 
cent; inedible animal products (leather, 
furs, etc.), off 11 per cent; textiles, off 
21 per cent; and metals, off 6 per cent. 

“During the first nine months of this 
year we exported 251,247 passenger 
automobiles and motor trucks, having 
a value of $168,692,000, new records 
in both quantity and value. A new 
high mark was also set in the exports 
of gasoline, naphtha, and other light 
products, the nine-month shipments 
totaling 1,377,000,000 gallons, valued 
at $205,000,000, an increase of 47 per 
cent in volume and 39 per cent in value. 
Exports of wheat, totaling 96,643,000 
bushels valued at $142,000,000, were 
the largest since 1922. Due to the 
British coal strike, there was a heavy 
increase in our coal exports to 21,590,- 
000 tons, valued at $118,759,000. The 
gain in volume over 1925 was 46 per 
cent, and in value 38 per cent. We 
shipped abroad 326,000,000 pounds of 
leaf tobacco, valued at $91,000,000, a 
gain of 10 per cent in quantity and 5 
per cent in value. Exports of kerosene 
were among the largest on record, the 
value having been exceeded only in 
1920 and the quantity surpassed in 
1919 and. before the war. 


agricultural machinery and 





Exports of | 
imple- | 


last-year, again broke previous records. 

“Corn at lower prices increased 149 
per cent in quantity and 75 per cent in 
value, but rye exports declined 61 per 
cent in quantity and 69 per cent in 
value. Shipments of barley were off 
55 per cent in quantity and oats were 
52 per cent lower. Wheat flour de- 
clined only 3 per cent in quantity, but 
13 per cent in value. 

“Striking increases in export values 
were as follows: Mining and quarry- 
ing machinery, 57 per cent; oil-well 
machinery, 53 per cent; rosin, 31 per 
cent; fresh apples, 30 per cent; and 
iron and steel plates, sheets, skelp and 
strips, 29 per cent. The principal de- 
clines in value of exports were brass 
and bronze, 36 per cent off; refined 
copper bars, ingots, etc., 23 per cent 
off; oil cake and oil cake meal, 21 per 
cent off; and canned milk, 21 per cent 
off. 

“Zine ore and concentrates increased 
144 per cent in quantity, comparing 
the nine months of 1926 with 1925; 
paper boards and strawband, 92 per 
cent; petroleum asphalt, 83 per cent; 
benzol, 53 per cent; electric batteries, 
53 per cent; corsets and brassieres, 53 
per cent; structural iron and steel, 53 
per cent; harvesters and binders, 48 
per cent; iron ore, 46 per cent; oil-well 
machinery, 45 per cent; phonograph 
records, 44 per cent; sawed timber, 43 
per cent; and broad silks, 40 per cent. 

“Exports of refined sugar, large last 
year, declined 71 per cent in quantity. 
Zine blocks, pigs, etc., were off 52 per 
cent; lead bars, pigs, etc., off 41 per 
cent; malt off 34 per cent; and safety 
razor blades off 32 per cent. 

“In both value and volume of our 
exports the number of gains outnum- 
bered the losses.” 





Christmas Sales Were Good 
in Chicago Territory 


The Christmas season was a most 
satisfactory one in the Chicago terri- 
tory, with the buying activity sustained 
up to the last moment. By comparison 
with this heavy holiday buying, the 
usual pre-inventory slump which has 
now developed seems even more pro- 
nounced. It is expected, however, that 
after inventories are taken the gener- 
ally depleted condition of dealers’ 
stocks will cause a rapid resumption of 
buying. All indications point to a con- 


non-ferrous metals declined. Exports | ments, 20 per cent higher in value than | tinued stability of present price levels. 
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Hardware ‘Trade Now Turns 
to Annual Inventory— 
Collections Fair—Prices Firm | 


ITH one of the largest last 


W 


minute Christmas shopping rushes 


over for the hardware trade, attention now turns toward the 
taking of the annual inventory. 


Christmas trade developed slow 


with the hardware dealers and jobbers but the late business for gift 


items was considered unusually good in this field. 
Buying is restricted to current requirements in order 


paratively quiet. 
that inventories may be kept down. 


Salesmen in many cases are spending the week at headquarters. 


Staple lines are com- 


In 


many markets sleds and snow goods stocks are badly depleted. Prices 
have not been changed much and will probably continue, as is, in the 


opinion of leading distributors. 
Collections generally are fair. 


| 


No Import Price Changes in| 
Boston Market 


Another week has passed without the 
Boston shelf hardware jobbers making 
any changes of importance in prices. 
They say manufacturers have been dis- 
inclined to issue price lists at this time 
because of the Christmas activities of 
the New England trade. They also say 
that possibly no changes in prices are 
coming, although it is expected certain 
adjustments will be made around Jan. 
1 The stability of prices is favorably 
commented upon everywhere in _ the 
hardware market. 


Northwest Jobbers Now Turn 
to Annual Inventory 


Indications at the last few days of 
intensive shopping would tend to prove 
a good holiday business. Attention is 
turning immediately to inventory. 

Jobbers are holding their annual 
salesmen’s conventions, which are at- 
tended by all of their fieldmen. This 
neans that practically no business is 
being solicited until after the first of 
the year. 

Reports from farm bureau authori- 
ties would indicate that, while some dis- 
tricts of the Northwest suffered from 
poor crops, the volume is averaging 
well, and prices on seven out of eleven 
items of farm products are higher than 
a year ago. 


Spring Outlook Is Good, 
Says New York Bank 


The hesitation evident during the 
closing weeks of this year and the 
slackening in important industries have 





cleared the way for an improvement in | 
business volume as the stimulus of | 
spring demand begins to make itself | 
felt, says a bulletin of the National | 


bank of Commerce, New York City. 
Recent declines in some lines have been 
greater than normal, owing, no doubt, 
to the fact that midsummer dullness 
was less pronounced than usual, and 
affording fresh proof that business con- 
tinues to be dominated by a spirit of 
conservatism. Inventories are moder- 
ate. Most important of all, employment 
has remained fairly full, if due allow- 
ance be made for seasonal factors. The 
huge totals of contracts which continue 
to be let for building and construction 
indicate that at least during the early 
part of 1927 business will have the ben- 
efit of the impetus from this direction 
which it has so long enjoyed. There is 
promise of steady, reasonably satisfac- 
tory export trade as conditions abroad 
approach stabilization. 

The outlook beyond the spring months 
is not clear. Declining building permits 
2s contrasted with contracts being let 
suggest a pronounced shrinkage in con- 
struction activity somewhere ahead, but 
when this will reach the point of being 
an adverse business influence cannot 
now be foreseen. In many regions farm 
purchasing power in the coming year is 
likely to fall below that of 1926, be- 
cause of the less favorable ratio be- 
tween agricultural and other prices, 
and there are grounds for doubts as to 
whether general business will continue 
to receive from the automotive indus- 
try the stimulus of recent years. If, 
however, the volume of business in 1927 
should not equal that of 1926 it would 
not mean poor business. 


No New Developments in 


Plate or Window Glass 


As was to be expected, the Christ- 
mas season is having its customary ef- 
fect on the flat glass business, says the 
National Glass Budget. Last week was 
marked by some noticeable falling off 
in demand, and such orders as are re- 
ceived are, as a rule, for glass that 
calls for delivery in from one to three 





} 
i 
| 


| 
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days even if the order is for a carload 
of glass. This situation may be con- 
sidered as normal and the amount of 
business done regarded as fair. Up un- 
til Thursday morning of this week no 
announcements had been made that had 
an important bearing on either the 
plate or window glass industries. 

From the distributor’s standpoint lit- 
tle improvement in the flat glass situa- 
tion can be expected until after the first 
of the year. 

On the operating side of the question 
there is about the same situation in the 
window glass industry as existed last 
week. There is a great probability that 
some of the plants now operating will 
close down soon for repairs. In this 
category is a sheet glass drawing plant 
that has been operating for a long 
period of time, and when closed will 
likely undergo cold repairs, which 
means a month or six weeks. 

It is reported from Hartford City, 
Ind., that the plant of the American 
Window Glass Company at that place 
was to close on Friday of this week for 
hot repairs. On the other hand, fire is 
reported placed in a Bridgeton, N. J., 
plant in which glass is expected to be 
made soon. 

No change worthy of mention has 
taken place in the plate glass situation 
during the week. The report made last 
week may be regarded as a fairly cor- 
rect one for this week. 

This condition may also be regarded 
as applicable to the rough rolled and 
wire glass branch of the industry. 


Variety of Articles Cut by 
Chain Stores 


The Woolworth stores have reduced 
their stock to about 3000 varieties and 
have thereby raised their annual turn- 
overs from six to eight, says a summary 
of a recent article about one of the 
Wookworth executives, issued by the 
division of simplified practice of the De- 
partment of Commerce. The full text 
of the summary follows: 

In a recent article, Mr. Hubert T. 
Parson, of the Woolworth Company, is 
quoted as saying: “Since 1921 we have 
cut down the number of individual ar- 
ticles handled in our stores to about 
3000. In this connection we analyzed 
cur stocks of merchandise and elimi- 
nated all unnecessary duplicates. We 
began to specialize in those which have 
public preferment. 

“This policy enables us to concen- 
trate more. Moreover, it enables the 
manufacturers to specialize and to ap- 
ply Ford principles of mass production. 
Since adopting these more scientific 
principles of merchandising, we have 
increased our turnovers from six to 
eight a year, thus heightening the rate 
of profit on invested capital.” 

Inasmuch as the profit margins are 
necessarily small in five-and-ten-cent 
stores, this company, like others, has 
been driven to develop scientific man- 
agement, being perpetually alive to the 
need of eliminating economic waste, 
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Jobbers Preparing for Inventory; 
Current Buying for Requirements; 
New York Collections Fair 


ITH the Christmas rush over, most of the New York whole- 
sale firms are preparing to take the annual inventory of 


stock. 


In many cases salesmen have been called in for office 


duty, and general buying is somewhat restricted. 

The late Christmas business was unusually heavy, and in many 
cases far better than has been expected in this section. The Christ- 
mas business seemed slow in starting, but it is believed that the 
aggregate volume has been most satisfactory. 

The stocks of many seasonable items are said to be depleted. 


This is particularly true of sleds and snow goods. 


There are no 


price changes of any importance announced, and collections are 


reported as being fair. 


—- + —-- ———. 
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Snow Goods Stocks Light; 
Up-State Demand Good 


Though the demand for snow goods 
has lessened within the city limits, the 
upstate sale continues heavy, and New 
York wholesale stocks are considered 
light. Prices continue the same and are 
not expected to change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Snow shovels, long handle steel, $4 
doz.: snow shovels, long handle steel, 
in lots of 6 doz., $3.75 doz. 

Galvanized snow shovels, $10 doz., 
Menzie, $9.60 doz. Snow pushers. 18 
in., 83%c. each net; 24 in., $1 each 
net. 


Active Demand Reported for 
Stove Pipe, Elbows 


An active demand continues for stove 
pipe, collars, elbows, stove boards and 
related sundries. New York jobbers 
have enjoyed a good sale in this class 
of goods. Prices are unchanged, and 
local stocks are apparently satisfac- 
tory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, eye NEW YORK: 

Stove pipe, in., 18%c.; 4™% in., 
15c.; 5 in., Mé%e.: 5% in., 18c., and 6 
in., ‘21c. per length. 


Stove pipe elbows, 4 in., $1.50: 4% 
in., $1.68; 5 in., $1.80; 5% in., $1.98 
and 6 in., $2.22—all per doz. 

Stove pipe collars, 4% in., 45c. to 
48c.; 5 in., 50c.; 5% in., 55c. to 60c.; 
6 in., 60c. to 63c. and 7 in., T75c. to 
$1.15—all per doz. 

. stove pipe dampers, 4% in., $1.20; 

> in., $1.25; 5% in., $1.32: 6 in., $1.40 
to $1. 44: 7 in., $2. 15, and 8 in., $3.60— 


all per doz. 


N. Y. Sled Stocks Depleted; 
Demand Continues Strong 


At press time sleds were very much 
in demand throughout the city, but it 
is nearly impossible to obtain the 
smaller sizes, and only a few large sizes 
are available from local wholesale hard- 
ware stocks. The demand for sleds has 
been particularly heavy, and _ local 
stocks were broken the second day of 
the recent snow storm. Being an active 
Christmas gift item, the shortage has 





| been very embarrassing. Practically all 
factors in New York are endeavoring 
to get replacement stocks. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Sleds, Flexible Flyers, No. 1, $2.50; 
No. 2, $3.17; No. 3, $4; No. 4, $4.33; 


No. 5, $5.83. Junior Racer, $3.50. 
Racer, $4.33. Prices are each. 

Fire Fly, No. 9, $1.14; No. 10, $1.37; 
No. 11, $1.71; No. 12, $1.90. Racer, $2. 


Prices are each. 


—————_ 


Garage Sets Sales Good: 
Prices Continue Firm 


A good, steady demand continues for 
garage sets in the New York wholesale 
hardware market. This fall the demand 
for this class of merchandise was par- 
ticularly good, and it is believed that 
the present volume will be maintained 
in the coming year. Local stocks may 
be considered satisfactory, and prices 
printed herewith are representative of 
local offerings. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Garage sets, $2.25 per set; in lots of 
12 or more, $2.10 per set; in lots of 


72 or more, $2 per set. 

Garage door holders, $1.65 per pair; 
in lots of six or more pairs, $1.50 per 
pair. 


N. Y. Demand Is Light for 
Bolts and Nuts 


In common with other staple lines, 
bolts and nuts are receiving very lim- 
ited attention at this time. The usual 
restriction to current requirements is 
enforced, obviously to keep inventories 
down. There will probably be a very 
brisk fill in demand for this class of 
goods when inventories are completed. 
Local wholesale stocks are satisfactory, 
and prices will probably remain un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Machine bolts, % x 4, and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carrjage bolts, % x 6, and 
smaller, 40 off list; larger and longer, 
40 off list. 

Stove bolts, 75-10-5 off list. 

Lag screws, 50 and 7% off list. 
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N. Y. Screw Stocks Ample; 
Demand Is Light 


Screws, like bolts and nuts and other 
staples, are not in heavy demand at the 
present time. A tendency seems to be 
to buy for current requirements in or- 
der to keep inventories down. There 
will probably be a brisk demand for this 
line when inventories are completed, as 
there has been in past years. Local 
stocks are considered ample, and prices 
are not expected to change. 


JOBBERS’ QUOTATIONS TO 
TAILERS, F.O.B. NEW YORK: 

Discounts on wood screws: Iron 
Bright, Flat Head, 75 per cent; Iron 
Bright, Round and Oval Head, 72% 
= cent; Iron Blued, Round Head, 

2% per cent; Brass, Flat Head, 721% 
per cent; Brass, Round and Oval 
Head, 70 per cent. 

These discounts apply to revised 
list of June 24, 1922. 

EX TRAS—20-10-10-5 


RE- 


per cent. 





Linseed Oil Shows Decline as 
Year Closes 


Linseed oil shows slight declines at 
present time. Since the first of De- 
cember this commodity has been shaded 
two or three points every week. Latest 
card prices are as follows: 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


In lots of less than 5 bbl. 11.2« 


per lb. In lots of 5 bbl. or more, 10.8c. 
per Ib. Calcutta linseed oil in bbl., 
15.7c. per Ib. 


Boiled oil is 4/10c. extra per Ib. 
Double boiled oil is 5/10c. extra per 
Ib. —~ oil in half bbl. is 7/10c. extra 
per Ib. 


Batteries Very Active; 
Prices Reported Firm 


Batteries, both ignition type and B 
type for radio use, are very active in 
the metropolitan market. Radio sets 
were sold in good volume for the holi- 
day demand, which helped the sale of 
batteries. Stocks are considered ade- 
quate and prices are very firm. The 
recent dry cell battery advance has 
been adhered to and there persists a 
rumor that No. 6 dry cells may take 
another rise early in January. 

JOBBERS’ gpl he ges. TO RE- 

TAILERS, F.O.B. NEW YORK: 


Dry cells, No. 6 stesga 
within Metropolitan area 30c., 
side, 32c. each. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each. Heavy duty vertical type, 
No. 770, $3.30 each, and in units of 
5. $3 ‘09 each. 


type, 
out- 





Wire Nails Are $3.50 in New 
York City 


Wire nails at $3.50 per keg, base, 
throughout New York City seems to be 
the established offering. For several 
months an advance to $3.50 was ru- 
mored but never took effect. This price 
first was offered about a month ago. 
As far as can be learned, the major- 
ity of orders are being taken at this 
figure by local wholesalers. 
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Pre-Inventory Slump Hits Chicago District 
—Prospects for 1927 Favorable 





(Chicago office of HARDWARE AGB) lamp cords, $14.25 per 1000 ft.; in 1000 
| ITH a large number of dealers getting into their annual | _ !*. lots, $15.65; % in. brush brass key 
inventories immediately after Christmas and the rest pre- 45c. each; in lots of 10, 40c. each: 
. ; . P t i ttachment plugs,  12c 
paring to start at it the first of the new year, buying is un- a. ie: ae a ek 
dergoing the usual inventory time let up. This slump appears to be each; less than case lots, 36c. each. 
especially complete this year because the holiday business was un- | yo" 445 “Shy cach. Now Ter $2.65 
usually heavy and continued right up to the last moment. each; No. 770, $3.33 each; No. 772, 

It . 1] f It th t : he i ° $3.62 each; No. 486, $3.85 each. 
is generally fe at just as soon as the inventories are out of Suthens Ghapetes-Anen Maa, tot 


the way there will be a considerable volume of orders placed of less than 16, $13.50 each. Te 
. . e -—— ste “iectric 
by the retailers as stocks are exceedingly low and future buying of |  yo°so2 We 'se50 list. Discount, 30 


spring and summer merchandise has been comparatively light this per cent. 

season. : FILES.—Sales are seasonal, with prices 
There is little indication of any material price changes during the | unchanged. 

early part of 1927. In fact, there has been very little variation on We quote from jobbers’ stocks, 

most of the staple hardware items for the past several months and tags riesgo gee nage gt 

these stabilized prices are expected to continue. The one excep- te cent otf Gans Winak taaabanh dive. 

tion to this general condition is in builders’ hardware items where 40-10-5 per cent off list. 


intense competition among the various manufacturers has brought | GALVANIZED WARE.—With annual 
prices down to an extreme low level. There is now an indefinite | inventories pending galvanized ware 
rumor that these prices will shortly be advanced, but no real action | sales are the flattest of the year. 





toward this end has occurred. We quote from jobbers’ stocks, 
° ° . . ° .o.b. Chic: > Sti é alvanizes 
The steel industry in this area is also feeling the effects of the ret ge oe Pgs ogg No. 2. 
pre-inventory slump, and while operations are being maintained at — 0 > saint aban. tans: 
. . + o a er-made Dp lis , . : *? GoD, 
about 80 per cent capacity, there is a noticeable let down in the 14 at., $2.60. One gallon, all galvan- 
1 ized oil cans, $2.35 doz.; 2 gal., $4 
number of new orders being booked. cons Rae. Sens 6 ek, Oe Gee: 
AUTOMOBILE ACCES SORIES.— 1 bu. galvanized baskets, ney doz. : 
s E Pe No. 26% bu. bailed galvanized meas- 

Now that the Christmas business is 75-5 per cent discount; lag screws, sal ~ Poay Rogan 


. 6 : sc ; 
over sales are rather quiet. 0 per cent discount 


We quote from jobbers’ stocks, BUILDERS’ HARDWARE. — Prices 
f.o.b. Chicago: are now about as low as they can go. 


GLASS AND PUTTY.—There is a 
good volume of small replacement or- 








Spark Plugs.—Splitdorf, for Fords, 
50. each; regular 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Light.—Appleton, No. 3280, 
$6.50. 

Chains.—Non-skid, dozen pair lots, 
53 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps.—Rose, 1% in. cylinder, 
$1.85. 

Tires and Tubes.—30 x 31%, oversize 
cord tires, $8.75 each; regular cord, 
$6.60 each; gray inner tubes, 30 x 3%, 
$1.50 each; red inner tubes, 30 x 3%, 
$1.75 each. 


AXES.—There is a normal seasonal 
demand and no change in prices. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
dozen base; double bitted, $19 dozen 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
dozen base; single bitted handled 
axes, $15.50 to $24 per dozen, accord- 
ing to quality and grade of handle; 
special unguaranteed handled axes, 
$12 per dozen base. 


BOLTS AND NUTS.—Sales are good 
and prices are strong, but unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-55 per cent discount; small 
carriage bolts, rolled thread, 50-5 per 
cent discount; machine bolts, cut 
thread, 50-5 per cent discount: small 
machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 





There is some rumor of an impending 
advance on butts and hinges, but noth- 
ing definite. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.80 
per dozen pair; 4 x 4 steel butts, old 
copper and dull brass finish, $2.52 per 
dozen pair; heavy steel bevel inside 
sets, $5.50 per dozen sets; steel bit- 
keyed front door sets, $1.50 per set; 
wrought brass bit-keyed front door 
sets, $3 per set; cylinder front door 
sets, $7 per set. 


CHAINS. — Chain prices’ continue 
strong, but with no actual advances re- 
ported this week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: % inch proof coil 
chains, $8.50 per 100 Ib. Henso Bull 
Dog and Brown coil chains, $50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per dozen. 


COPPER RIVETS AND BURRS.— 


Prices are firm and sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-24% per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—tThere is the usual pre- 
inventory lull in sales. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise.— No. 14 
rubber covered wire, $6.85 per 1000 
ft.: in 1000 ft. lots, $6.35. No. 18 


HANDLED 





ders being placed by the dealers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25 
in. bracket, 85 per cent discount: 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count: double strength A, all sizes, 
82 per cent discount. Single strength 
B up to 25 in., 87 per cent discount: 
34 to 40 in., 85 per cent and balance 
84 per cent; doyble strength B up to 
54 in., 86 per cent discount; balance 
84 per cent. Putty, pure grade, $3.75 
per 100 1Ib.; commercial, $3.40 per 100 
Ib 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality 16 oz. 
nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; ‘16 oz. machinists’ 
hammers, first quality, $9.20 dozen; 
Competitive grade, 16 oz. nail ham- 
mers, $6 to $8. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b, Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HAMMERS AND 
HATCHETS.—Hammers are in active 
demand; hatchets quiet. 
remained steady for many months. 


HAMMERS— 


Prices have 
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HANDLES, AGRICULTURAL.—Sales 
are a and prices are firm. 


a from jobbers’ stocks, 
inne Cc 


Hay Fork Handles. — 
chucked and bored, best grade, 4% 
ft., $4.95 doz.; 5 ft., $6 doz.; XX, 4% 
ft., $4.95 doz.; 5 ft., $5.30 doz.; X, 4% 
ft., $2.65 doz.; 5 ft., $3.10 doz. 

Hay Fork Handles.—Bent-chucked 
and bored, best grade with strap, 
yo and cap, 4% ft., $8.25 dozen; 

$9.35 doz.; XX bent, with strap, 
aK, and cap, 4 ft., $6 ‘doz. ; Re 
$6.25 doz.; XX bent, 4% ft., ; 
doz.; 5 ft., $6.25 doz.: X bent, 4% ft., 
$3.25 doz.; 5 ft., $3.75 doz. 

Manure Fork Handles.—Bent, 
grade, 4 ft., $5.25 doz.; 4% ft., 
doz.; XX bent, 4 ft., $4.55 doz.; 
ft., 4.80 ry ee 4 ft, 285 
4% ft., $3.25 d 

Garden Hoe Handles —XX, 4% 
$3.80 doz.; X, 4% ft., $2.65 doz. 

Garden Rake eaten ae ¢ 5 
$3.80 doz.; X, 4% ft., $2.65 hy 

Garden Rake Handies.—XX, 6% ft., 
$5.60 doz.; X, 5% ft., $3.55 doz. 

Shovel Handiles.—Regular pattern, 
XX, 4% ft., $6.50 doz.; X, 4% ft., 
$4.30 doz.; D handle, be st grade, $8.75 
doz.; X grade, $6.60 doz. 

Spade Handles. — D handles, best 
grade, $8.60 doz.; grade, $6.60 doz. 


HANDLES, TOOL.—Sales are season- 
ably good and prices are firm. 


We quote 
f.o.b. Chicago: 

Axe Handiles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.;: second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


Straight- 


best 
$5.60 

44 
doz; 


Pace 


e ft., 


from jobbers’ stocks, 


HINGES.—Prices remain at the pres- 
ent low levels in spite of the indefinite 
rumors of early advances. 


stocks, 


We quote from jobbers’ 
hinges 


f.o.b. Chicago: Heavy strap 
in bundles, 4 in., 90c.; 5 in., $1.10; 6 
n., $1.12; 8 in., $1.90; 10 in., $3.87 per 
dozen pairs; extra heavy T hinges, in 
bundles, 4 in., $1.40; 5 in., $1.28; 6 in., 
$1.32; 8 in., $2.30; 10 in., $3.30 per doz. 


ICE CREAM FREEZERS.—tThere is a 
fair volume of business being placed 
for future delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
qt., $4.80 list; 2 qt., $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8.25 list; 6 qt., 
$10.45 list; 8 qt., $13. 40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list: 2 at., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6. 80 
list; 6 at., $8.60 list; 8 qt., $11. 10 list. 

All the above Tat 50 per cent dis- 
count. Alaska, $2.95 list; 2 qt., 
$3.45 list; 3 = 24°10 list; 4 qt., 5 
list; 6 qt., $6.30 list; 8 qt., $8.20 list; 
10 qt., $10.75 list; 12 qt., $14 list; 15 

t., $17 list; 20 qt., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.; 2 qt., enamel, $10 per doz.; 4 
qt., enamel, $18 per doz. Above prices 
are net. 


ICE SKATES.—Colder weather is 
greatly stimulating sales and business 
is considerably ahead of last year. 


We uote 
f.o.b. Chicago: 
Men’s and Boys’ 
pair. Half Key 
Women’s and Girls’, $1 pair; Key 
Clamp, Hockey, Men’s and _ Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Women’s and Girls’, $1.40 pair; Tu- 
bular Skates, Men’s or Women’s, 
Racer or Hockey, $5.50 pair. 


LANTERNS.—Sales are showing a fair 
volume. The current prices are ex- 
pected to hold for next year. 


from . jobbers’ stocks, 
Key Clamp, Rocker, 
bright finish, 75c. 
Clamps, Rocker, 
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We 
f.o.b. 
with large fount, 
Wizard, $8.50 doz.; 


LARD PRESSES AND SAUSAGE 
STUFFERS.—There is a satisfactory 
demand and prices are firm. 


quote from jobbers’ stocks, 
Chicago: Diet D-Lite, $13 doz.; 
$14.25 doz.; Little 
Blizzard, $13 doz. 


stoc ks, 
No. 25, 4 
$8.65 each; 


We quote from jobbers’ 
f.o.b. Chicago: Enterprise, 
qt., $8 each; No. 31, 6 qt., 
No, 35, 8 qt., $9.50 each. 


NAILS.—A fair number of carload in- 
quiries. Prices are unusually steady. 
We quote 

f.o.b. Chicago: 


Common wire and cement-coated 
nails, $3.05 per keg base. 


from jobbers’ stocks, 


PAINTS AND OILS.—tThere is a sea- 
sonal demand and prices show no 
change this week. 
We quote 
f.o.b. Chicago: 
Linseed Oil.—Raw, 
per gal.; 5 barrel lots, 
Linseed Ojil.—Boiled barrel lots, 95c. 
per gal.; 5 barrel lots, 92c. per gal. 
Turpentine.—Drum lots, 99c. 
Denatured Alcohol — Barrel lots, 
42c. per gal.; steel drums extra, $6 
returnable. 
White Lead.—500-lb. lots, $13.73 per 
100 Ib., net; 100-lb. lots, $14; 50-Ib. 
lots, $7.25; 25-lb. lots, $3.65; 12%-Ib. 
lots, $1.85. 
Shellac.—(4%-lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 


from jobbers’ stocks, 


barrel lots, 92c. 
89c. per gal. 


English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel 
b. 


lots, 7c. per 


PYREX WARE.—Sales are quiet after 
the heavy holiday buying. Prices are 
unchanged. 


We quote 
f.o.b. Chicago: 

Bread Pans.—No. 
No. 214, $12 doz. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz. Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 
No. 209, $7.20 doz. 

Tea Pots.—2 cup, $21 doz.; 
$24 doz.; 6 cup, $28 doz. , 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


from jobbers’ stocks, 


212, $7.20 doz.; 


208, $6 per doz.; 


4 cup, 


ROPE.—Manila prices are _ holding 
very firm and pointing higher; sales are 
quiet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

No. 1 manila, standard brands, 
22%%c. to 25%c. per Ilb.; No. 2 manila, 
24%c. per Ib.; No. 1 sisal 15%c. to 
l7c. per lb.; No. 2 sisal, l14c. to 16c. 


per lb. 
SASH CORD.—Prices remain at the 


current low levels and sales are sea- 
sonally quiet. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 


$7.40 per doz. hanks; No. 8, $8.45 doz. 
hanks. 


SASH PULLEYS.—The demand is 
rather inactive. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common- 
sense, 2 in., 60c. doz.; barrels, 54c. 
doz.; No. 105, 46c. doz.; barrels, 42c. 
doz. 
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SCREWS.—There is a good normal de- 
mand at the recently advanced prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 75-20-10-10 per cent new list; 
round head blued, 72%-20-10-10 per 
cent new list; flat head brass, 72%- 
20-10-10 per cent new list; round 
head brass, 70-20-10-10 per cent new 
list. 


SOLDER AND BABBITT.—A_ good 
demand continues at the high price 
levels. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $46 per 100 Iib.; medium, 45-55 
solder, $45 per 100 lIb.; tinners’, 40-60 
solder, $44 per 100 Ib.; high speed 
babbitt metal, $20 per 100 lb.; stand- 
ard No. 4 babbitt metal, $14 per 100 
Ib. 


STEEL SHEETS.—The current de- 
mand is light, with prices unchanged, 
except for occasional concessions on 
quantity orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 Ilb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
There is a good seasonal demand. 


from jobbers’ stocks, 

Best full gage pipe, 
30 gage, 12c.; 28 gage, 13c.; 26 gage, 
15%c. per joint. Corrugated elbows, 
30 gage, $1.20; 28 gage, $1.50 per doz. 
Galvanized coal hods, 17 in., $5 doz. 


TRAPS.—Sales are now limited to fill- 
in orders. 


We quote 
f.o.b. Chicago: 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Victor, No. 0, $1.10 
doz.; No. 1, $1.38 doz.; No. 1%, $2.44 
doz.; No. 2, $3.36 doz.; Oneida Jump, 
No. 1, $1.38 doz.; No. 1%, $2.81 doz.; 
No. 2, $4.39 doz.; Gibbs Two-trigger 
$5 doz.; Gibbs Single Grip, No. 1, 
$1.88 doz.; No. 2, $3.35 doz. 


WIRE PRODUCTS.—The demand is 
normal for this season of the year. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Wire staples, No. 8 
black annealed wire, $3.05 per 100 Ib.; 
No. 9 galvanized plain wire, $3.50 per 
100 Ib.; catch weight spool galvan- 
ized cattle or hog wire, $3.75 per 100 
Ib.; 80-rod spool of galvanized hog 
wire, $3.25 per spool. Polished fence 
staples, $3.50 per 100 lb. Wire cloth, 
black, 12-mesh, $1.65 per 100 sq. ft.; 
galvanized, 12-mesh, $1.95 per 100 sq. 
ft.; bronze, 14-mesh, $5.75 per 100 sq. 
ft. Galvanized poultry netting: Gal- 
vanized before made, 57%-5 per cent 
discount; galvanized after made, 
52%-5 per cent discount. 


WRENCHES.—There is a satisfactory 
volume of business and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. 
electrical set, in metal cases, $2.75; 
No. 101 Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $7.50; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 900 Square Socket Set, 
$3.70; No. 1878 Giant “Snap-on” with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 


— Radio and 
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Cleveland Retailers Keeping Stocks 
Low Until After Inventory ‘Time 


volume of business. 





(Cleveland office of HARDWARE AGE) 


HE holiday buying season closed with a very satisfactory 
While comparison figures are not yet 
available, jobbers expect that these will show that their busi- 


ness in holiday merchandise this year was fully as heavy as a year 
ago when it was exceedingly good. Jobbers were provided with 
ample stocks, so that while some of these became badly broken, 
retailers were not disappointed in securing good deliveries of holi- 


day merchandise. 


Retailers’ sales of Christmas goods dragged 


somewhat during the early buying season, but they were heavy 


during the last few days before Christmas. 


With attention con- 


fined largely to holiday merchandise, business recently has been 


rather slow in staple lines. 


However, retailers continue to place 


a moderate amount of small lot business, although they are keep- 
ing their stocks low until after inventory time. 
Not many price changes are reported and few are expected with 


the new year. 


Garden hose has declined % cent per foot on stand- 


ard 5-in. size, and white lead has been marked down 34 cent per 
pound. Collections are about normal. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—While there is little current 
demand for tires, jobbers are booking a 
good volume of business for spring 
delivery. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland, 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, $8.75; 32 x 4 in. Liberty cord, 


$11.15; heavy duty oversize, $21.25; 
balloon tires, 27 x 4.40, $9. 15; 29 x 
4.40, $9.65; 30 x 5.25, $15.95; 2 x 6, 


heavy duty, $22.50; 32 x 6.20, heavy 


duty, $26.75; tan tubes, 30 x 3%, 
$1.70; 32 x 4, $2.60; 34 x + 7 25: 
balloon tire tubes, gray, 27 4.40, 
$1.90; 29 x 4.40, $2.95; 30 x 5.25, $2.70; 
32 x 6, $3.20; 32 x 6.20, $3.7 

We quote from poh ola stocks. 
f.o.b. Cleveland: Millers Falls, No. 


145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100 and 4lc. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100. 
but 


AXES.—Demand is 
steady. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 Ib. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—The demand for radio 
batteries continued heavy to the end of 
the holiday season. Jobbers had good 
stocks, so that the demands of the 
trade were well cared for. 


Jobbers quote f.o.b. Cleveland: 

No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small 
lots. 

Eveready B batteries, No. 486, 
$3.58 each for unit packages and $3.85 
each for smaller lots. 

No. 6 ignition type dry cell 
teries, 32c. each. 


BOLTS AND NUTS.—Orders are 
rather light, as retailers are withhold- 
ing purchases until after inventory. 
Prices are firm. 


Jobbers quote f.o.b. Cleveland: 
Large machine bolts, cut threads, 


moderate, 


bat- 








off list: small 





50 and 10 per cent 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 


list; stove bolts, 75 and 10 per cent 
off list; hot pressed nuts, $3.90 off 
list; small rivets, 65 and 5 per cent 
off list. 


CORRUGATED ROOFING.—The de- 
mand is slow, as is usual at this time 
of the year. 

Cleveland jobbers 
gage corrugated roofing 
square, f.o.b. Pittsburgh. 

DENATURED ALCCHOL.—tThe re- 
cent cold weather stimulated the de- 
mand, which is fairly good. 

Cleveland jobbers quote denatured 


— in drum lots at 42 cents per 
gal. 


GALVANIZED WARE.—tThis is mov- 
ing in about recent volume. Prices are 
unchanged. 


Jobbers quote f.o.b. Cleveland: 

Sprinkling cans, 4 qt., $5.90 per 
doz., 6 qt., $6.65 per doz.; 8 qt., $8 
per doz.; 10 qt., $8.75 per doz.; 12 at., 
$12.50 per doz.; 16 qt., $13 per doz.; 
galvanized pails, 10 qt., $2.60 per doz.; 
12 qt., $2.80 per doz.; 14 qt., $3.15 per 
; 16 qt., $3.80 per doz. 


GARDEN HOSE.—A price reduction 
of % cent per foot has been made on 
standard molded hose in standard %-in. 
garden hose. Jobbers are revising con- 
tracts already taken to give retailers 
the benefit of the reduction. 


Cleveland jobbers quote standard 
54-in., double braid molded hose at 
9%c. per ft.; the same in higher 
grade, 10%c. per ft.; standard % in., 
lle. per ft. 

GAME TRAPS.—The demand is hold- 
ing up fairly well. 

Jobbers quote f.o.b. Cleveland: 

Victor game traps, No. 0, 5 mtg pat 
doz.; No. 1, $1. 38 per doz.; 1%, 
$2. 44 per doz. : No. 2, $3. 36 on “doz.: 
Oneida jump ‘traps, No. 0, $1.59 per 
doz.; No. .83 per doz. : No. 1%, 
$2.83 per doz.; No. 2, $4.38 per doz. 

Gibbs traps, 2-trigger, $5 per doz.; 
single grip No. 1, $1.88 per doz.; No. 
2, $3.35 per doz.; No. 3, $5.50 per doz.; 
No. 4, $6.70 per doz. Fre ight allowed 
on barrel lots. 


quote No. 28 
at $4 per 





PAINTS AND VARNISHES.—White 
lead has declined % cents per lb. Other 
prices are unchanged. Dealers are tak- 
ing a fair volume of business for spring 
shipment. 
Cleveland jobbers quote as follows: 
Mixed paints, regular shades, best 
grade, $2.95 per gal. in 1 gal. cans. 
Outside white, $3.15 per gal. in 1 gal. 
cans. 
Turpentine in bbls., 
bbl., $1.30 per gal. 
Linseed oil in bbls., 


$1.15; less than 


$1.05; less than 


bbl., $1.20. Boiled, 3c. extra per gal. 
White lead, in 100 Ib. kegs, 15'%c. 
per lb.; in 50 and 25 Ib. kegs, 15%c. 
per Ib.; in 12% 1b. kegs, 15%4c. per 
Ib.; in 500 Ib. lots, 10 per cent dis- 
count; other prices are net. 


PREPARED ROOFING.—Some orders 
are being placed for spring shipment at 
the recent price advance. 
CleVeland jobbers quote light 
phalt roofing at 1 per 
medium, $1.30 per roll; heavy, 
per roll. 
RADIO EQUIPMENT.—The demand 
for radio sets, socket power apparatus 
and other equipment held up good al- 
most to Christmas day. While ship- 
ments were rather slow, dealers were 
able to take care of the orders. The 
demand showed an increasing tendency 
on the part of consumers to buy six- 
tube sets. 


ROPE.—The demand is fair and prices 
are unchanged. 


Cleveland jobbers eaete best grade 
of manila rope at 23% per lb. for 
factory shipment and 340. per Ib. for 
stock shipment; sisal rope, 15%c. per 
lb. for factory shipment and l6c. for 
shipment from stock; folder twine, 
21 oz. and coarser, llc. per Ib. 


SHOVELS.—A fair amount of busi- 
ness is being placed, which is mostly 
for early spring shipment. 
Jobbers quote f.o.b. Cleveland: No. 
2 fourth grade, $10.50 per doz. in full 
bundles; No. 2 third grade, $12.50 per 
doz.; solid shank shovels, Sycamore, 
$12 per doz. in full bundles. Ruf-nek 
black finish, $13.50 per doz.; first 
grade shovels, $16 per doz. 
SHEETS.—The weakness in mill prices 
has been reflected in a reduction on gal- 
vanized sheets. Cleveland jobbers quote 
No. 24 galvanized sheets at $4.55 per 


100 Ib. 


SKATES.—The holiday trade in these 
has been very satisfactory. 
Cleveland jobbers quote f.o.b. 
Cleveland: Union, No. 1624, 84c.; No. 


1624%, $1.17; No. 5624, Ladies’, $1.17; 
No. 5624%, Ladies’, $1.40; hockey, No. 


as- 
roll; 
$1.55 


524%, $1.18; No. 424%, $1.63; No. 
524%, ladies’, $1.42; No. 424%, ladies’, 
$1.08; No. 500 Bob, 44c.; Alumo shoe 
skates, polished, all patterns, $7; 
satin finish, $5.50; Professional, $8; 
Crusader, 


SLEDS.—The holiday demand stimu- 
lated sales, which have been heavy re- 
cently. 


Cleveland jobbers quote subject to 
33% per cent discount: Flexible Flyer, 
No. 1, $3.75; No. 2, $4.73; No. 3, $6; 
No. 4, $6.50; No. 5, $8.75; Junior 
Racer, $5.25; Racer, $6.50; Lightning 
Guider per dozen net, No. 19, $11.40; 
No, 20, $13.30; No. 21, $15.20: No. 22, 
$17.10; No. 22%, $19.95; No. 25, $25.65. 
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Conferences—Make Few Price Changes 


(Minneapolis office of HARDWARE AGE) 


ITH the holiday trade practically completed, the next 


thought of the dealers is inventory. 


There is always an 


aftermath of holiday buying, which in the larger cities lasts 


well into January. 


It cannot be known yet how the holiday trade resulted in the terri- 


tory tributary to the Twin Cities. 
totals have resulted. 


But it is believed that fairly good 


Jobbers are holding their annual sales conferences this week, and 
selling, as from jobber to dealer, is practically at a standstill. These 
sales conferences to a great extent determine the policies of the 


jobbers for the coming year. 


With this activity in progress, little attention is being given to 


prices. 


There probably will be no further changes until after the 


first week in January, unless emergency changes are made, which 


is not likely. 


AXES.—Demand is steady and fairly | 


good. Stocks are well filled, with prices | 

firm. | 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50; 
Plumb’s Dreadnaught unhandled 
single bit, $14.50; double bit, $19.50; 


handled, single bit, $19.25; double bit, 
$24.25 doz. net. 


AUTOMOBILE TIRES. — Sales are 
rather slow in a retail way. Dealers 
have ordered slowly for the coming 
season so far. Stocks are low for the 
end of the year, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ——— tires, 30 
x 3\% Liberty Cord, $3.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy ‘duty oversize, $14. 0: 
halloon tires, 29 x 4.40; 65; 30 x 
».25, $15.95; heavy duty, 32 x 6.20, 
$26.75; tan tubes, 3%, $1.70; 32 
x 4, $2.60; 34 x 4%, $3.25; balloon ‘tire 
tubes, gray, 27 x 4.40, $1.90; 29 x 
1.40, $2.95: 30 x 5.25, $2.70; 32 x 6, 
$3.20; 32 x 6.20, $3.70 each, net. 


BOLTS.—Demand is steady, though not 
heavy. Stocks are ample for present 
call, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
15 per cent; machine bolts at 650 
per cent; stove bolts at 75 per cent 
— lag screws at 55 per cent from 
ists. 


BRADS.—Sales are light, with stocks 
low. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25 
lb. boxes at 75 per cent from list. 


CARPET SWEEPERS.—Demand has 
been very good through the holidays. 
Stocks are rather broken, with prices 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpet sweepers, 
American Queen, $54; Elite, 0; 


Grand Rapids, japanned, $44; ‘Grand 
Rapids, nickeled, $48; Grand sweeper, 
17 in., $60; Parlor Queen, $56; Prin- 
cess, $50; Universal, nickeled, $46; 
japanned, $42 per doz net. 


COAL HODS.—Sales continue at a fair 
rate, with stocks well assorted. Prices 
are unchanged. 


We quote from jobbers’ 
f.o.b. Twin Cities: 
coal hods, 17 in., 


stocks, 
Japanned 
$3.35; 18 in., ; 
17 in., $4.30; 18 in., 


japanned funnel, 








$4.90; galvanized open, 17 in., $4.65, 
18 in., $5.40; galvanized funnel, 17 
in $6.00; 18 in., $6.80 per doz. net. 


CHAIN.—Sales are steady, with stocks 
ample for the call. Prices have not 
changed. 


We quote from jobbers’ stocks, 
ains, 4% x 
3% x 14, $10.90; %& x 14, 

. in. proof “9 a % in., 
80; % in., $8.30; % in., $9.85 cwt., 


FILES.—Demand is nominal, with 
stocks in fair condition. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Call for this 
line is fairly good, with stocks well 
filled, considering that it is inventory 
time. Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.25; No. 2, $8.00; 
No. 3, $9.25; heav tubs, No. 1; 
$12.60; No. 2, .80; No. 3, $15; 
Standard 10- -qt. pails, $2.55; 12-qt., 
$2.90; 14-qt., $3.25; stock pails, 16-qt., 
$5, and 18-qt., $5. 50 per doz. net. : 

GLASS AND PUTTY.—Demand is 
light in this line, for the usual high 
peak of sales has passed. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent. and strictly 
pure putty in 59-lb. drums at $4.85 
cwt. net. 


HAMMERS AND HATCHETS.—The 
holiday trade has been fairly good for 
small tools. Stocks are in fair con- 
dition, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. FH- 
81, $12; Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 ‘per doz. net. 


LAMPS AND LANTERNS.—Sales are 
good, with stocks ample for the call. 
Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 


globe tubular lanterns, No. 2, $13 
doz.: No. L327 Coleman ianterns, 








$5.25; No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each, net. 


NAILS—Demand is light from con- 
tractors. Stocks have been graded down 
to a low point. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 
in 190-lb. kegs at $3.25 per Keg base. 


OIL HEATERS.—tThere is a steady de- 
mand for this line. Dealers are order- 
ing lightly so far for spring delivery. 
— have not changed. 


quote from jobbers’ stocks, 
f.o. _ Twin Cities: Nesco Perfect 
oil neeserh No. 12, $5.50; No. 15, 
$7.00; . 016, $8.25; No. 0190, $10.50; 
No. ea” 7. 50: No. 0161, $8. vit No. 
0191, $11.00; No. 505 Giant, $11. 25; 


No. 605, $12. 16, each, with discount in 
qualities less ‘than ten, 30 per cent; 
ten or more, 30-5 per cent. 


PAINTS AND WHITE LEAD.—Call is 
fair, with stocks rather light in deal- 
ers’ hands. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal., in l-gal. cans, 
and white lead in 100-lb. containers 
at $13.84 cwt. net. 


PUMPS.—Sales are very light at pres- 
ent, but with very good prospects for 
the coming season. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable’ stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25; No. 182, hand 
lift, 6-in. stroke, 6-ft. set length, $5.25 
each net. 


PYREX OVENWARE.—Demand has 
been very good during the holidays in 
this line. Stocks are somewhat broken 
at present, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 633 casseroles, $1.17; No. 
209 pie plates, 50c.; No. 210 pie plates, 
67c.; No. 212 bread pans, 60c.; oO. 
231 utility pans, 67c.; No. 12 tea pots, 
$1.67; No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each net. 


REGISTERS.—Call remains steady for 
registers, with stocks well assorted. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel 
registers at 40 per cent from lists. 


ROPE.—Demand is fair, with stocks 
ample. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24%c. Ib. base and best 
grade sisal rope at 18c. per Ib. base. 


SANDPAPER.—Call is steady, with 
stocks down as low in dealers’ hands as 
possible. Prices show no change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $5.10 per ream; second 


grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream. 


SCREWS.—Call is light, with stocks at 


a low point. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
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Quiet Follows Profitable Christmas 


N 





(Boston office of HARDWARE AGE) 


OW comes a period of comparative inactivity in the New 
England hardware market. 
urday night on one of the most profitable Christmas sea- 

sons ever experienced by the jobber and retail dealer. 


The curtain was dropped Sat- 


If the last- 


minute frantic efforts of a large number of retail dealers to secure 
holiday merchandise can be taken as an indication, the carry-over 


by the trade has been small. 


of standard hardware items also are small. 
viewpoint of merchandise appears a healthy one, therefore. 


Jobbers are quite certain retail stocks 


The situation from the 
Com- 


mon comment in hardware circles is that the average retail dealer 


financially is better off than he was a year ago. 
ers will take stock now; others a little later. 


Some retail deal- 
Quite a number are 


going to give time and study to operating costs and to revisions in 


the general store layout. 


Confidence is the keynote everywhere. 


It is felt, generally, that 


1927 will be a good business year, although the feeling persists that 
the retail merchant will, perhaps, have to go after it a little harder 


than he did in 1926. 


It is quite within reason to expect more an- 


ticipation of hardware requirements during 1927 than in the clos- 


ing year. 


No speculation in merchandise is expected, but it is quite 


probable, according to the retailers themselves, that they will not 
wait until the last minute before ordering stock. Too many sales 
were lost during the Christmas season because of a lack of mer- 


chandise. 


The dealers feel, in numerous instances, that it is pos- 


sible to anticipate enmnmeeates without tying up too much money 


in merchandise. 


AIR RIFLES.—A few advanced or- 
ders for air rifles have been obtained by 
local jobbers for spring delivery. Re- 
tailers in general, however, evince little 
interest. 

We quote from Boston jobbers’ 
stocks 

Air Rifles. —Daisy, single shot, $12 
er doz. net; 350 shot, $16; 1000 shot, 
24; pump gun, $40; repeater, $20. 

ANDIRONS.—Andirons are something 
that are sold the year around. At least 
one Boston retailer has made a spe- 
cialty of them for several years and 
has obtained excellent results. Pre- 
Christmas sales were larger than an- 
ticipated. 

We quote from Boston jobbers’ 
stocks: 

Andirons.—Black finished, 12%-in., 
$2.67 per pair net; 15-in., 3.67. 
Burnt antique brass, 14-in., $6; 17- 
in., $6.34; 18-in.,. $10.67. 

Fire Sets.—Black finish, $4.34 per 
set net; burnt antique brass, $5.67 
and $9. 67. 

Fire Screens.—Black finish, 31 x 31 


x 6-in., ot 34 per doz. net; 37 x 31 
x 6-in., $49.34; 43 x 31 x 6-in., $57.34. 


AUTOMOBILES (TOY).—Jobbers al- 
ready have begun to lay lines for their 
spring drive on toy automobiles. Sales 
for 1926 in Boston alone are estimated 
at considerably more than those for 
1925. 


het A quote from Boston jobbers’ 
stoc 

Ausemenite. —Toy, Dodge, 
each net; Ace, $5.20; Velie, 
Hupp, $8. 80: Hudson, e 50; Wills Ste. 
Claire, $11. 40: Nash, 1.55; Jewett, 
$14.21; Overland, $14. 67: Btute, $13.26; 
Oakland, $20. 55; Packard, 8.05; 


Paige sport, $34. 39: Fire Captain, 











$7.26; Hook and ladder, $9.75; dump 
and ‘auto tow, $21.12. 


BLANKETS.—Retailers are reordering 
various styles of blankets and robes 
which have been sold out. Weather con- 
ditions have been helpful to a free 
movement of such merchandise. 

Lot quote from Boston jobbers’ 


stoc 
Blankets. — Stable, $1.65 


each net; burlap, $2.40 to $3.35. Street 
blankets, $2.25 to $6.85. 
Robes.—Plush automobile, 52 x 70 
in., $6.88 each net; 72 x 72 in., $10 to 
gis. Woolen automobile, 52 x 72 in., 


Shawis.—Fringed, motor, 52 x 74 
in., $3.75 each net; 54 x 70 in., $4.25; 
54 x 76 in., $5.75. 


BROOMS.—There is a small yet steady 
call for brooms all the time. The 
spring drive by jobbers will start 
shortly. 


We quote from Boston jobbers’ 
stocks: 

Stable Brooms.—Mixed, No. 8, $10.60 
per doz. net. 


BRUSHES.—tThere is every indication 
a large business in all kinds of house- 
hold brushes will be done this spring. 
Jobbers also are looking forward to a 
good paint brush business in 1927, feel- 
ing as they do that retail stocks are 
broken. 


We quote from Boston jobbers’ 
stocks: 


kersey, 


Brushes.—House, men’s clothing, 
$1.07 each net; wall cleaning, $1.24; 
dry duster (floor), $1.27; vegetable, 


17c.; radiator, 37c.; refrigerator, 20c.; 
dust pan, 67c.; bath, large, $1.54; me- 
dium, $1.30; skirt, $1.07; nail, me- 
dium, 57c.; stiff, 57c. 


} 
i 








Season in New England Market 


Paint Brushes.—Wall, $5 to $60 per 
doz. net; varnish, $3.50 to $25; calci- 
mine, $10.50 to $90; whitewash, $3.50 
to $11.30. 


CAMP STOVES.—It will be time to re- 
open camps before we realize it, conse- 
quently jobbers are urging retailers to 
cover their requirements early. 
We quote from Boston jobbers’ 
stocks: 
Camp Stoves.—No. 2, 
net; No. 9, $6.25. 
CARDS.—Jobbers say that 1926 sales 
of cards compared favorably with those 
of previous years, yet in their opinion 
retailers carried over very little stock. 
Naturally it is their opinion that 1927 
sales will be large. 


We quote from Boston jobbers’ 


stocks: 
Cards.—Cattle, No. 04, 2 doz. to 
$1. 50 per 


$8.50 each 


case, $1.73 per doz. net; No 
to case, $2.97. File cards, 
doz. net. 


CEMENT.—Stove lining, furnace and 
other kinds of cement are selling well. 
An active spring season on roofing ce- 
ment is generally anticipated. 


We quote from Boston jobbers’ 
stocks: 

Stove Lining .—Rutland, No. 3, $2.16 
per doz.; No. 6, $3.60; No. 10, $5.04. 

Patching Plaster —No. 3, Fi . sa 


ee No. 6, $8; No. 10, $4.2 
5 e 

Crack Filler.—No. $1.80 per doz.; 
No. 2, $3; No. 3, $120: No. 5, $6 


Furnace Cement.—Black, in 1-lb. 


cans, 9c. per Ib.; in 5-lb. cans, 7c. 
per Ib. 

Roofing Cement.—In 1-lb. cans, 1l5c. 
per_ Ib.; in 3-lb. cans, 13c. per Ib.; 


in 5-lb. cans, 12c. per Ib. 

lron Cement.—In 3%-0z. packages, 
$14.40 per gross. 

Liquid o™ Cement.—In 
containers, $1.2 

Pipe Joint : —In 1-lb. pack- 
ages, 20c. 


SCREEN DOOR GUARDS.—In con- 
nectidn with the drive on screen doors 
being made by the jobbing trade, re- 
tail dealers have begun to place orders 
for door guards. 


We quote from Boston jobbers’ 
stocks: 

Screen Door Guards. —Donley line, 
26, 28, 30 and 32-in., 45c. per set of 
three, net. 


SCREEN DOOR SPRINGS.—Interest 
in screen door springs also is awaken- 
ing, but business booked by jobbers to 
date has been rather limited. 


We quote from Boston jobbers’ 
stocks: 
Screen Door Springs. ey line 


gallon 


No. 1, $3.25 per doz. net; $2.60: 
No. 3, $2.10. Champions, NS. 1 23c. 
each; No. 62, 27c.; No. 63, 41c. Per- 


fection, cone end, No. 11, 45c. a dozen 
net; No. 12, 50c.; No. 18, 55c.;: No. 14, 
60c.; No. 15, 65c. 


CUTTING TOOLS.—Most manufactur- 
ers allowed their inventories to get 
down to the smallest possible limits 
prior to inventories. It is believed they 
will begin buying all kinds and makes 
of cutting tools within the immediate 
future. 


We quote from Boston jobbers’ 
stocks: 

Drills.—Carbon sizes up to 1% in., 
tapered, and straight shank, 50 and 














52 





10 per cent discount; bit stock drills; 
60 per cent discount; center drills, 65 
per cent discount; drills and counter- 
sinks combined, 20 per cent discount; 
ratchet drills, 30 per cent discount; 
wood boring brace bits, 50 per cent 
discount; high speed drills, straight 
shanks, 3-64 to 5-32-in., 65 and 5 per 
cent discount; 11-64 to 7-32 in., 50 
and 10 per cent discount; 15-64 to % 
in., 40 and 10 per cent; taper, sizes 
up to 1% in., inclusive, 40 and 10 per 
cent discount; 1 33-64 in. and larger, 
40 per cent; letter and number sizes 
40 and 10 per cent; electricians’ drills, 
10 per cent discount. 
Reamers.—Bit stock, 20 per cent 
discount; bright square and T., 
standard makes, 65 per cent dis- 
count; checking, 25 per cent discount; 
tapered pins, 40 per cent discount, 
escutcheon pins, 45 per cent dis- 
count: small fluted rose and socket 
reamers, 20 per cent discount. 


DOORS.— Combination as well as 


straight screen doors are selling for 
later delivery. 


We quote from Boston jobbers’ 
stocks: 

Doors.—Combination screen and 
storm, 2 ft., 6 in. x 6 ft. 6 in., $7.09 
each net; 2 ft. 8 in. x 6 ft. 8 in., $7.64; 
2 ft. 10 in. x 6 ft. 10 in., $8.04; 3 ft. 
x 7 ft., $8.55. 


DRAIN PIPE CLEANERS.—It is an- 
ticipated there will be the usual spring 
demand for drain pipe cleaners from 
the general public, consequently job- 
bers are urging retail dealers to take 
account of stock and to anticipate their 
requirements. 
We 
stocks: 
Drain Pipe Cleaners.—Economy 
Piumber cleaner, in 1 Ib. net cans, 
in lots of 3 doz., $2.75 per doz.; in 
doz., $2.70 per doz.; and in 


lots, $2.60 per doz. é, 
in 2 lb. net weight cans, in 


quote from soston jobbers’ 


lots of 6 
12 doz. 
Same, 
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lots of 2 doz., $4.90 per doz.; in lots 
of 6 doz., $4.85 per doz.; and in lots 
of 12 doz., $4.75 per doz. 

Hercules tile and porcelain cleaner, 
in 1 Ib. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hercules boiler liquid, in 1-qt. cans, 
$3 each; in doz. lots, $2.50 each; 
in 1 doz. lots, $2.25 each. 

Same, in % gal. cans, $5 each; % 
doz. lots, 4.75 each; and in gal. cans, 
$9 each. 


but usually there is an especially good 
demand following the inventory period. 
Jobbers anticipate no exception in 1927. 


We from Boston jobbers’ 
stocks: 

Files.—Nicholson line, 50 per cent 
discount; Arcade, 60 and 10 per cent. 


GLOVES.—It has been necessary for 
many retail dealers to reorder gloves. 
Real winter weather has created a big 
demand for gloves this season. 


quote 


We quote from Boston jobbers’ 
stocks: 

Gloves.—Cotton, knit wrist, 6 oz., 
$1.08 per doz. net; 8 oz., $1.50: 12 oz., 


$1.80; 14 oz., $2.35. With leather palm, 
with gauntlef, $2.85 per dozen net; 
with wrister, $2.85; with Jersey back, 
$4.50; Jersey back with wrister, $4. 
Jersey gloves, mottled black, No. 402, 
$1.90; No. 403, $1.90; No. 410, $3.75 
Boys’ Jersey, $1.90. 


HANGERS.—The hardware trade in 
general is looking forward with confi- 
dence to an active building season in 
1927. Jobbers, therefore, are urging 
retail dealers to place their orders for 
hangers as soon as possible. 


We Boston jobbers’ 
stocks: 
Hangers.—Timber or joist, No. 300, 


quote from 





for 2 x 6-in, timber, 18c. each net; 
No. 301, for 2 x 8-in. timber, 20c. 





FILES.—Files sell well all the time, 
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each net; No. 302, for 2 x 10-in. tim- 
ber, 28c. each net; No. 403, for 2 x 
12-in. timber, 56c. each net; No. 213, 
for 3 x 8-in. timber, 23c. each net; 
No. 214, for 3 x 10-in. timber, 3lc. 
each net; No. 315, for 3 x 12-in. tim- 
ber, 60c. each net; No. 319, for 4 x 
8-in. timber, 36c. each net; No. 320, 
for 4 x 10in. timber, 45c. each net; 
No. 321, for 4 x 12-in. timber, 64c. 
each net. 


LOCKS.—In connection with the indi- 
cated building area in 1927, jobbers 
likewise are suggesting that retail deal- 
ers prepare for an impending buying 
movement of locks. 


We quote from Boston jobbers’ 
stocks 

~ & Towne line, rim 
night latches, No. 20, 1.10 each list; 
No. 26, 74c.; No. 33, $1.74; No. 36, 
$2.01; No. 042, $2. 29: No. 42, $3. 21; 
0343, $2.29. Rim dead locks, No. On, 
$5 each; No. 10, $4.58; No. 2, $2.50. 
Discounts.—20 and 5 per cent. 


POSTHOLE SPOONS. — Posthole 
spoons probably will be required in 
goodly numbers during the _ spring 
months. Some retail dealers already 
have placed their orders with jobbers. 


We quote from Boston jobbers’ 
stocks: 

Posthole Spoons.—Ames lines, 7-ft. 
emg $29 per doz. net; 8-ft. han- 
es 


WINDOW WEIGHTS.—Foundry ship- 
ments of window weights will be sold 
at one price in 1927, regardless of sizes 
one may require. In former years 
weights under five pounds fetched a 
premium over the heavier kinds. 


We quote from Boston jobbers’ 
stocks: 


Window Weights. — From store, 





2%c. a pound; from foundry, $45 a 


ton. 





Twin 


77%-10 per cent; 
per cent; 
per cent 


blued, 
brass, 7744-10 
brass, 75-10 


round head 
fiat head, 
round head, 
from lists. 


SNOW SHOVELS.—Demand is very 
good, and dealers have had to reorder 
in many instances. Prices are firm as 


quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $19; steel blade 
straight handle, $4.50; galvanized 
steel blade, D handle, 15% x 117, 
$10.75; 16 x 21, $11.25 doz, net. 


SIDEWALK SCRAPERS. — Call is 
steady and good. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s sidewalk 
scrapers, $5.00 doz. net. 


SKATES.—A very good volume of 
business has been done in skates during 
the holiday trade. Stocks are rather 
ragged at present, with a few weeks of 
good selling weather ahead. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nestor Johnson 
North Star aluminum finish skates at 
$7.25: nickel plated at $8. 7 Union 
1624, 84c.; 524%, $1.31; No. 5%, 
95: No. 7, $1.62; No. 5624, $1.12; 
No. 56241%, No. 524%L, $1.57; 
No. 424%L, $2.00 per pair. 

Roller Skates. — Union 
Co. line, No. 2, 70c. per pair; 
No. 10, $1.05; No. 6, 
line, No. 38%, $1.50; 


Hardware 
No. 3, 
$1.55; 

No. 


75c.; 
Winslow 
38, $1.60. 


STEEL GAME TRAPS.—Sales are 
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very good, this being at the best of the 
trapping season. Stocks are well as- 
sorted, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor traps, No. 
0, $1.10; No. 1, $1.38; No. 1%, $2.44; 


No. 2, $3.36; ‘Oneida jump, No. 0, 
$1.59; No. 1, $1.83; No. 1%, $2.81 per 
doz. ne 

Gibbs. “Two Trigger’ traps, $5; 


Single Grip No. 1, $1.88; No. 2, $3.35; 
No. 3, $5.50; No. 4, $6.70 doz., net, 
f.o.b. factory, with freight allowed 
in barrel lots. 


STEEL SHEETS.—Sales are nominal, 


with stocks ample for the call. Prices 
have not changed. 
We quote from jobbers’ stocks, 


Galvanized steel 
base (24 ga.), 
$4.30 cwt., 


f.o.b. Twin Cities: 
Sheets at $5.15 cwt. 
and black steel sheets, 
base (24 ga.) 
TIN.—Call is rather light, with stocks 
well balanced. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL, 
20 x 28 tin at $14.50, and IC, 20 x 28, 
8-lb. coating roofing tin at $15.25 per 
box. 


WEATHER STRIP.—tThere is a good 
demand for this product, with stocks 
becoming broken. Prices are firm as 
last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt, % 
$1.85; % in., $1.85; 1 in., $2.60; 
, $4.85, and Bosley’s, $1.25 per 
ft. 


WRENCH ES.—Demand is steady, 








Cities Market (Continued) 


though not heavy. Stocks are in fair 
condition, with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; Coes 
wrenches, 45 per cent, engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 


OIL STOVES.—Future orders still are 


light, with present demand very lim- 
ited. Prices are steady as quoted. 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: 
NESCO— 

a ee ae. . cesses aduces $9.50 
Oe PC ere 17.59 
a | re a ED. occccuswevess 22.00 
INO. BAS 4 DUFMOTM de ccccccccces 28.00 
De eee ae DS . . Pc ricccseoes 39.50 
No. 1102 high shelf only........ 5.23 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 75 


With vitreous enameled stove sane 
and splash backs: 


So Se ee IRS coe bos eeed« $35.50 
INO. B44 4 DUPMOTB..cccccdccceccs 44.50 
Nesco dealers’ discount, 30 and 5 
per cent. 
Oil Ranges 
Nesco Rolo, 5 burners and oven.$90.00 
Dealers’ discount, 30 and 5 per 
cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 


Discounts same as on oil cook 
stoves, ovens and heaters. 
500 Ib. lots less 10 per cent; 50 Ib. 
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ventilation in every room | 


Window openings equipped with AiR-Way Multi- 
fold Window Hardware assure the desired amount 
of ventilation in any season. 

When open the sash slide and fold to one or 
either side leaving a clear opening the full width 
and depth of the frame—there is no interference 
with screens or drapes. 


The sash may be adjusted at any point to admit 
any desired amount of fresh air without draughts. 
When closed the windows are weather tight and 
rattle proof. 
Cost no more than the most ordinary equipment. 
Write for full information and working details 
of this most modern window equipment. 
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Steel Industry Ticks for 
(ood Average Year in 1927 


B 


In the steel industry the common 
expectation is that 1927 will ge a good 
average year and in figuring an aver- 
age year 1925 and 1926 are taken as 
the basis. The automobile industry 
may lose some ground in the number 
of cars produced, but just as much steel 
may be used if, as seems likely, the 
drift continues away from the light 
cheap cars to the cars of weight, which 
take steel. The’railroads in asking for 
prices on large numbers of cars are, not 
believed.to have taken this step merely 
to find out how cheaply they could buy. 
The abundance and cheapness of money 
should help building construction, even 
in the face of suggestions that the 
country at large has pretty well caught 
up with its requirements. The oil and 
gas industry will want more steel as 
the spring approaches. The steel com- 
panies all have made money in the past 
year, although it is said that the profits 
accrued more 
economies than from the prices ob- 


tained. How the profits were made is | 


not as important, however, as the fact 
that profits were made. There may be 
a lesson for the manufacturers of hard- 
ware in the results attained by the 
steel industry. 

Labor conditions are extremely tran- 
quil and the only doubt as to the future 
concerns the coal industry. The wage 
scale negotiated three years ago at 
Jacksonville, Fla., expires April 1, next. 
It was too high in view of the prices 
at which coal since has been selling for 
many of the mine operators who signed 


USINESS in holiday goods has been well up to the average 
of other years for all of the trade and for some of them 
quite a bit beyond. Toy automobiles have not.done as well 
as could be expected, but in everything else associated with Christ- 
mas and the making of presents the jobbers have very materially re- 
duced stocks and actually sold out on some items. 
been, however, much of a movement of staple lines, but then busi- 
ness in that direction usually is light at this time of the year. 

We now come to a period that rarely shows much activity in hard- 
ware in general, because the retailers will be checking up on the 
results of the past year and with no signs of higher prices or short- 
ages of goods to stimulate forward buying, it may be that the new 
year will get off to a rather slow start. However, nobody expects 
other than good things of the coming year. 
general business will not be as good in 1927 as it has been in the 
past year; it will not be if everybody feels that way, because after 
all business men are more disposed generally to act on the way they 
feel than in accordance with deep thinking. But it is not to be dis- 
puted that so long as there is abundance of money seeking employ- 
ment and credit is available for all legitimate purposes, business 
cannot get very bad and the hardware trade like all other lines of 
business endeavor can get its best cue as to the future from the con- 
dition of the money and credit situation. 


from manufacturing | 


(Pittsburgh office of HARDWARE AGE) 


There has not 


Economists say that 





the scale to keep their mines running 
with any degree of constancy until the 
past four or five months, when the 
British coal mine strike occasioned 
some extra export demands of size and 
brought about higher prices. This now 
is over and with coal again at low 
prices the problem of operating the 
mines at the Jacksonville scale is up 
again. The miners union, based on un- 
economic principles, will try hard to 
maintain a scale that makes impossible 
the operation of the mines, and it is 
commonly expected that a soft coal 
miners’ strike will be called on April 1, 
in an effort to get the operators to con- 
fer with the union. 


AUTOMOBILE ACCESSORIES. 
—Business generally is slow, although 
there is a continued demand for chains 
and parts. Alcohol, made to formula 
No. 5, has been banned, because the 
makers of illicit liquor were finding 
that grade too easily converted. There 
_has been unloading of the unsold stocks 
of that grade and the wholesale market 
has been unsettled, with sales noted in 
_carload lots as low as 32c. per gal. 


Prices from jobbers’ stocks, f.o.b. 
Pittsburgh follow: 

Spark Plugs.—A. C., lots of 10 to 
90, 53c. each; lots of 100 or more, 50c.; 
A. C. No. 1075 for Ford cars, lots of 
10 to 90, 36c. each; lots of 100 or 
more, 34c. 

Lamps.—21 cp., 6-8 volt, list price, 
35c. each; 3 ep., 6-8 volt, list price, 
18c. each, subject to a discount of 30 
per cent in lots of less than 50, and 
40 per cent for lots of 50 or more. 

Speedometers.—A. C. for Ford cars 
list price, $10 each. 











Tire Gages.—Schrader, high pres- 
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sure, lots of less than 10, $1 each; 
lots of 10 or more, 95c.; balloon tire, 
lots of less than 10, $1.13; lots of 10 
or more, $1.08; U. S, Standard, lots 
of less than 10, $1.10; lots of 10 or 
more, $1. 

Aicohol.—In barrel lots, 45c. to 47c. 
r gal 


pe ‘ 

Distilled Glycerine.—Ivo, in 55-gal. 
drums, $2.10 per gal.; 30-gal. drums, 
$2.15; 3-gal. cans, case lots, $2.35, 
broken, $2.60. 

Motor Oll.—Vacuum Oil Co., in 10- 
gal. steel drums, with faucet, grades 

. E and Arctic, $10.50 list; B, $13.70 
list, less 25 per cent. 

Motor Meters. — Standard makes, 
lots of less than 10, 30 per cent off 
list; lots of 10 to 19, 35 per cent off 
list; lots of 20 or more, 40 per cent 
off list. 

Windshield Cleaners. — Trico, uni- 
versal automatic cleaners, $3.25 each. 

olan Falls No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 

Chains.—Single pairs, 30 per cent 
off list; lots of 10 to 50 pairs, 35 per 
cent off list; lots of 50 pairs and over, 

40 per cent off list. 

BOLTS, NUTS AND RIVETS.—Job- 
bers are somewhat disturbed over a 
proposal of the manufacturers to im- 
pose price differentials on case and 
broken case lots of bolts and nuts, and 
it is very likely to havé strong opposi- 
tion. Current demands upon jobbers 
are moderate. 

We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 

50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off list; nuts, hot 
pressed square, tapped in 3 lb. boxes, 
% in., $16 per 100; 5/16 in., $14; % in., 
$11; % in., $10; 5 in., $10; % in., $8; 
% in., $7.50; rivets, small wagon and 
tinners, 60 per cent off list. 


ICE CREEPERS.—tThis line is doing 
well. Jobbers quote: 


Security, $3 per doz.; Instep, $3.25; 
Newark, $3.60; Blue Ribbon, $3.75; 
Fit all, $4.50. 


PAINTING SUPPLIES.—Oil and tur- 
pentine have eased off slightly since a 
week ago. Business in paints and 
painting supplies is seasonably light 
and not much advance business yet has 


developed. 
Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gal- 


lon; lower grades, $2.25; white lead, 
15%c, per Ib. in 100-Ib. lots; 10 per 
cent less in lots of 500 Ib. or more and 
extra 4 per cent less in lots of a ton 
or more; turpentine, $1.02 per gal. 
in barrel lots; raw linseed oil, 12.4c. 
per Ib. in barrel lots. 


SK ATES.—Good demand for ice skates 
has not ended with the holiday, jobbers 
still reporting good sales. They quote: 


ice Skates.—Winslow line, No. 2110, 
65c. per pair, same, L. S. $1.12; No. 
2120, $1.20, same L. S., $1.50; No. 2140, 
$2.20, same L. S. $2.50. 


SLEDS.—tThe call is still strong for 


sleds. Jobbers quote: 
Flexible Flyer, No. 1, $3.75 each; 
No. 2, $4.75; No. 3, $6; No. 4, $6.50, 


subject to dealers’ discount of 33% 

; Lightning Guider, No. 19, 
$1 each: No. 20, $1.20; No. 21, $1.40: 
No. 22, $1.60 net. 
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Your Message 
Will Cover the World 


in the 


World Wide Buying Number 


The February 3rd Issue 
With One Stroke You Can Cover 


1. The great American hardware market— 2. The hardware distributors of the Amer- 
all hardware jobbers and their travelling ican possessions— Alaska, Hawaii, Porto 
salesmen, all important hardware retailers Rico, Canal Zone, Philippines, etc. 
and their salesmen. 

3. The hardware distributors of Great 

Britain and her great Colonies—Canada, 

Australia, New Zealand, South Africa, West 

Indies, India, etc. 


Reserve Your Space Now 


‘The Most Influential Hardware Paper” 


HARDWARE AGE 


A.B.C. A.B.P. 
239 West 39th Street New York City 
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Steel Set Screw Price Lists 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on 
these sizes and knowing the margin you wish to make on screws, you can readily determine a price for 
any desired quantity. For example: On steel set screws, 1 inch in length, %4 inch diameter, let us 
assume that you wish to sell at 33% off list. You would find the 1 inch column and run along it until 
you were under the 33% off list discount column, which in this case would be 457—~your selling price. 
Should you on the same number have a quantity order, you could quote 40 or 50 off list by the same 


method. List prices are per 100. 












































































































































































































































STEEL SET SCREWS STEEL SET SCREWS 
(Square Head—U. S. S. Thread) (Square Head—U. S. S. Thread) 
(14 Inch Diameter. Per 100) (52 Inch Diameter. Per 100) 
| DISCOUNTS DISCOUNTS 
seat need | 10 | 20 | 25 | 33%] 40 | 50 | 60 | es le 1) ee bole) el oe Le 
5% ~—«| «655 | 623] 500 | 524| 492) 437| 393| 328| 262} |  % | 1155 | 1098 | 1090 | 924 | 867 | 770| 693| 578 | 462 
% | (665 | 632 | 599 | 532 | 499 | 444 | 399] 333 266 | -— 1% 1175 | 1117 | 1058 | 940 | 882] 784]| 705] 588] 470 
4 | 675 | 642| 608 | 540] 507| 450| 405| 338 | 270 | i 1195 | 1136 | 1076 | 956 | 897 | 798| 717| 598] 478 
1 | 685] 651 | 617| 548] 514] 457/ 411] 343| 274 / | 1% | 1215 | 1155 | 1004 | 892} 910] 810] 729] 608] 486 
| 1% | 760 | 722| 681 | 608) 570| 507] 456| 380 | 304 | 14% | 1235 | 1174 | 1112 | 988 | 927 | 824| 741] 618| 494 
144 | 835| 794| 752 | 668| 626| 557| 501] 418 | 334 | 13 | 1330 | 1264 | 1197 | 1064 | 998 | 887 | 798| 665 | 532 
1% | 910 | 365 | 19 | 728 | 683° 607 | 546 | 455 364 | 2 1420 | 1349 | 1278 | 1136 | 1065 | 947 | 852| 710 | 568 
2 | 980 | 931 | 872] 784 | 735| 653 | 588 | 490 | 392 | | 2% | 1530 | 1459 | 1377 | 1224 | 1148 | 1020 | 918 | 765 | 612 
244 | 1060 | 1007 | 954 | 848 | 795 | 707] 636] 530| 424 2146 | 1650 | 1568 | 1485 | 1320 | 1238 | 1100 | 990 | 825 | 660 
“2% =| 1140 | 1083 | 10: 23, | 1765 | 1677 | 1589 | 1412 | 1324 | 1177 | 1059 | 883 | 706 





——— ~-——_- --— 














2% | 1215 1155 | 1094 972 | 912 | 810] 729| 608! 486 3 1885 | 1791 | 1697 | 1508 | 1414 | 1257 | 1131 | 943 | 754 
3% 2040 | 1938 | 1836 | 1632 | 1530 | 1360 | 1224 | 1020 | 816 














| 

| 

| 2% | 1140 | 1083 | 1026 | 912| 855 | 760 | 684| 570| 456 
| 

























































































3 | 1235 | 1174 | 1112 | 988 | 927] 824| 741] 618| 494 4 
“3% | 1415 | 1345 | 1274 | 1132 | 1062 | 945] 849| 708| 566° 314 | 2190 | 2081 | 1971 | 1752 | 1643 | 1460 | 1314 | 1095 | 876 
“314 | 1935 | 1459 | 1382 | 1228 | 1151 | 1024 | 921 | 768| 614 334 | 2330 | 2214 | 2097 | 1864 | 1748 | 1553 | 1398 | 1165 | 932 
| 3% | 1660 | 1576 | 1494 | 1328 | 1245 | 1107 | 996 | 830 | 664 -_ 2485 | 2361 | 2237 | 1988 | 1864 | 1657 | 1491 | 1243 | 994 
| 4 | 1785 | 1606 | 1607 | 1428 | 1310 | 1190 | 1071 | 893 | 714 4% | 2540 | 2413 | 2286 | 2032 | 1905 | 1694 | 1524 | 1270 | 1016 
























































46 2795 | 2656 | 2516 | 2236 | 2097 | 1864 | 1677 | 1398 | 1118 

















STEEL SET SCREWS 















































































































































STEEL SET SCREWS (Square Head—U. S. S. Thread) 
(Square Head—t. S. S. Thread) ' (34 Inch Diameter) 
(9/16 Inch Diameter. Per 100) 
— . DISCOUNTS 
| Length | List 
i DISCOUNTS 
| | 5 10 20 25 | 33%] 40 50 60 
Length List 

| | 5 | 10 | 20 | 25 | 33%] 40 | 50 | 60 | 1 2110 | 2005 | 1899 | 1688 | 1583 | 1407 | 1266 | 1055 | 3844 

% | 1115 | 1060| 1004 | 892| 836 | 744 | 669| 557 | 446 1% | 2150 | 2043 | 1935 | 1720 | 1613 | 1434 | 1290 | 1075 | 860 

% | 1135 | 1079 | 1022| 908 | 852| 757] 681 | 568 | 454 1% | 2190 | 2081 | 1971 | 1752 | 1643 | 1460 | 1314 | 1095 | 876 
4 | 1155 | 1098 | 1040 | 924 | 867 | 780/| 693 | 578 | 462 | 1% | 2230 | 2119 | 2007 | 1784 | 1673 | 1487 | 1338 | 1115 | 892 
| 1K | 1175 | 1117 | 1058 | 940| 882] 785| 605 | 588 | 470 2 270 | 2157 | 2043 | 1816 | 1703 | 1513 | 1362 | 1135 908 
4% | 1195 | 1136 | 1076 | 956 | 897 | 797| 617] 598| 478 24% | 2440 | 2318 | 2196 | 1952 | 1830 | 1627 | 1464 | 1220 | 976 
| 1% ~~ |: 1290 | 1226 | 1161 | 1032 | 968 | 860 | 774 | 645 | 516 21% | 2610 | 2480 | 2349 | 2088 | 1958 | 1740 | 1566 | 1305 | 1044 
| 2 | 1380 | 1311 | 1242 | 1104 | 1035 | 920 | 828 | 690 | 552 234 | 2780 | 2641 | 2502 | 2224 | 2085 | 1854 | 1668 | 1390 | 1112 
_ 2% | 1485 | 1411 | 1337 | 1188 | 1114 | 990] 891 | 743 | 594 3 2935 | 2789 | 2642 | 2348 | 2202 | 1957 | 1761 | 1468 | 1174 
| 21% | 1600 | 1520 | 1440 | 1280 | 1200 | 1067 | 960 | 800 | 640 34% | 3130 | 2974 | 2817 | 2504 | 2353 | 2087 | 1878 | 1565 | 1252 
| 2% | 1715} 1630 | 1544 | 1372 | 1287 | 1145 | 1029 | 858 | 686 3% | 3320 | 3154 | 2088 | 2656 | 2490 | 2213 | 1992 | 1660 | 1328 
= 1825 | 1734 | 1643 | 1460 | 1369 | 1217 | 1095 | 913 | 730 3% | 3520 | 3344 | 3168 | 2816 | 2640 | 3347 | 2112 | 1760 | 1408 
| 3% | 1975 | 1877 | 1778 | 1580 | 1482 | 1317 | 1185 | 988 | 790 4 3710 | 3525 | 3339 | 2968 | 2783 | 2473 | 2226 | 1855 | 1484 

3% | 2120 | 2014 | 1908 | 1696 | 1590 | 1414 | 1272 | 1060 | 848 4% | 3950 | 3752 | 3555 | 3160 | 2963 | 2633 | 2370 | 1975 | 1580 

3% | 2270 | 2157 | 2043 | 1816 | 1703 | 1513 | 1360 | 1135 | 908 4% | 4185 | 3976 | 3767 | 3348 | 3139 | 2790 | 2511 | 2093 | 1674 

4 2420 | 2299 | 2178 | 1936 | 1815 | 1613 | 1452 | 1210 | 968 4% | 4435 | 4214 | 3992 | 3548 | 3327 | 2957 | 2661 | 2218 | 1774 
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DISCOVERS 
THE SOURCE OF HARDWARE BUYING INFORMATION 


THE MODERN WAY TO CONVENIENCE, TIME SAVING AND 
GREATER BUSINESS OPPORTUNITIES 


GW 
@ The hardware trade has known this since 1922. 
@ Over 10,000 jobbers and retailers have praised its useful- 
ness to them. 
| Nearly 400 manufacturers have cooperated in its greater 
development. 
@ We are constantly adding to its buying effectiveness. 
GW 
HAVE YOU DISCOVERED WHAT IT MEANS 
TO YOU IN GREATER SALES? 


HARDWARE BUYERS CATALOG 


239 WEST 39th ST., NEW YORK 
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CThe set illustrated 
is Catalog No. 1924 
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GOhhe sturdy, practical quality 
of GRIFFIN Hinges is em- 
bodied in this splendid line 
of garage hardware sets. 


( ;RIFFIN 


Manufacturing Coa 


ERIE, PENNSYLVANIA 
>a oS ranch Offices, 


45 WARREN ST NEW YORK 
74 W. LAKE ST CHICAGO 
28 BINFORD ST BOSTON 
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| Memphis Retail Credit Men’s 
| Association 
| (Continued from page 39) 


our statements in two lists—one for mailing and the 
other for the collector. We mail statements to all cus- 
tomers who are in the habit of calling or mailing checks. 
All statements showing a balance from the previous 
month go to the collector. On the 15th of the current 
month, all unpaid accounts on the mailing list are handed 
to the collector to see as soon as he can. 

“After all credit is a convenience primarily for the 
benefit of customer. He is being gradually, through 
education, brought to understand this fact and it is poor 
business to grant unnecessary extensions, allowing the 
account to drift along until the debtor takes a notion 
to pay, because one of the easiest ways known to lose 
a customer it to allow an account to go a long time beyond 
maturity without any especial attention and then having 
to apply violent pressure to collect. 

“You can be reasonably sure when an account is in 
this condition your debtor is most likely buying some- 
where else and probably paying cash. It is much easier 
to exert constant, gentle pressure from the date of 
maturity to actual collection as this leaves no sore spots 
and trains the customer in the way he should go by 
making him understand we expect him to observe our 
terms of sale. 

“If we are lax in following collections closely we will 
be lax in other departments of the business. Your cus- 
tomer will have more respect for the house if you insist 
that he keep his pledges to you just as he expects you 
to keep yours to him and if he pays promptly you are 
practically sure of all of his business, but if allowed 
through your carelessness to become habitually delinquent 
sooner or later he will either quit you or wind up in 
your P. & L. Column. 

“You will lose an unreasonable customer now and then 
by being a prompt collector, but if the debtor meets the 
same conditions from the next firm it will not be long 
until they understand they must meet their obligations 
promptly or pay cash. When we have accomplished this 
result the credit manager will be in his millennium.” 








| Telephone Smiles 


| HERE’S money in smiles sent by telephone. In 
| all intercourse over the telephone no armor is so 
becoming, no influence so great, as a courteous and 
jaffable manner. It fosters good will in business. 
The manner in which you use the telephone indicates 
‘largely what you are. Customers naturally judge the 
service of the business you are connected with by the 
service they receive from you over the telephone; that 
is natural, for you are a direct representative. 
| The memory of your actions, kind or otherwise, may 
‘last forever. Smile over the telephone; the party at 
‘the other end of the line will notice it. 
| Remember, when you answer your Company’s tele- 
| phone, you are your Company. The impression you 
‘leave has-a lot to do with the opinion the caller forms 
about your Company.—Allith Bulletin. 
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Berea’s Cafeteria Hardware Store 
(Continued from page 27) 


and tables permit us to handle many five and ten cent 
items which have an active sale, a small individual 
margin but a large aggregate profit on a yearly basis. 
We now sell thimbles, balls of colored twine, wrapping 
twine, coat hangers, coat hooks, shoe polishes, steak 
pounders, metal polishes, miscellaneous wire goods, 
cotton gloves, percolator tops, small kitchen utensils, and 
hundreds of items only a few of which we had in stock 
with the old store. Our records show that we sold about 
1% dozen steak pounders in three years under the old 
system. With the open tables we have sold 3 dozen 
since Feb. 15. All along the line our check up on slow 
moving items and on quick turn over goods shows an 
increase which is hard to believe. 

‘When the store was remodeled last winter we invited 
Nela Park lighting engineers to advise us on adequate 
store lights and window lights. We had three rows of 
old style reflector lights and now have two rows of 
special indirect store lights which give us more light at 
less cost. It is better light, easier to work under and 
shows off our lines to advantage. 

“Should all of us be busy, customers will prowl around 
the tables and nine out of ten will pick up two or three 
small items which they buy in addition to the goods 
which they needed, when they entered. Many of the 
ten and fifteen cent items are needed by everyone in 
Berea, but only a very small minority would think of 
buying, were the goods hidden away. It is our intention 
to change the stock arrangement somewhat at intervals 
so that steady customers will not become too accustomed 
to seeing our displays and then forget to look at them. 

We have a population of 4,000 to serve, and believe 
that our cafeteria style of merchandising is a real service 
to Berea. Many people compliment us on the new store 
and express their appreciation for the open display 
tables which bring needed items to their attention. 

“With our goods on the tables visibly priced we soon 
find out if our prices are right. We find it easier to sell 
package goods from the tables. On wax, tacks, wire, 
and other unit quantity items, we never have any ques- 
tion or request to sell smaller than unit lots. Under the 
old plan we were always facing this problem. At first 
we were somewhat worried over the loss through theft. 
There is some loss but so little that the increased busi- 
ness, we do, more than offsets the theft loss. 

“Before changing our store last winter we experi- 
mented with two tables, studied the saie, tried out dead 
stock and gave the subject some intensive consideration. 
The results were, that our remodeled store has ten tables 
and would have more would space permit. Cutlery, 
alarm clocks, watches and silverware we will keep in 
cases, all other goods will be out in the open. 

“Our rope is kept in the cellar on a raised platform 
a few feet below the ceiling. The ends of the coils (five 
sizes) come up through the floor and are fastened on 
cleats behind a display table. The left hand aisle is used 
for measuring rope. We have a series of double tacks 
on the floor, serving as markers for the various lengths 
and can quickly measure and cut rope for customers.” 

It will take you less than ten minutes to read these 
observations of Mr. Thacker but it took me two hours 
to obtain them. He was too busy selling hardware to 
give me more than a few minutes at a time. He told 
me that if I had come to see him in the old store, I could 
have had undivided attention. That’s conclusive proof 
all right, that modern fixtures and properly displayed 
merchandise keep things humming. 
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ARCADE ~ 
FLORAL TOOLS 


No. 20 Steel 
Garden Trowel 







A leader in sales! The 
blade is formed of heavy 
steel and firmly riveted to 
shank. The hardwood handle 
is finished in black enaun.! 
with brass ferrule. Length, 
11% _ inches. 


Be Prepared to Supply the Demand! 


These tools are garden necessities. The Arcade 
line offers you this variety of numbers, each of 
which is a splendid seller. Substantially made 
and sure to give complete satisfaction to users. 
Order your stock now! Be prepared to supply 
the first demands for this hardware. You will 


find additional stock necessary to supply continu- 
ous requests. 











No. 1 Weeding Hook 


The No. 1 Weeding Hook is t 
part is made of cast iron, white plate finish. 
black enamelled handle. 


We also manufacture a No. 2 all metal 
It is substantially made, of one piece of metal. 
of the handle lifts the hand above the dirt. 
inches, 


an excellent seller. Metal 
Handsome 


weeding hook. 
The shape 
Leneth 9% 





Fork 8 inches long 


These sturdy tools are made from selected castings and 


attractively finished in black enamel. You will find these 
three items sell rapidly as a complete unit. 


Write us for catalog. Ask your jobber for prices. 


ARCADE MANUFACTURING CO. 
FREEPORT, ILL. 
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An American Character Study 


(Continued from page 25) 


Finch let him tackle this firm and Charlie came back 
with an order for a straight carload of these wagons. 
This order opened Finch’s eyes. He had never been out 
to see this firm and he insisted on going to the bank 
and looking up their credit. The name was Valdes. 
The bank reported them as being in first-class condition 
and their credit was O.K. 

There was another merchant in Nuevo Laredo, an 
[rishman, who, in the course of time, had become Span- 
ish. His name was Tomas ©’Connor. He was a large 
dealer in hand tools because Mexican labor was so cheap 
that all kinds of work on the big ranches was done by 
hand labor. Just to start the ball rolling, Charlie sold 
()’Connor 50 dozen each of the three kinds of shovels and 
spades. The quantity was so large that Finch was afraid 
some mistake had been made. He insisted on having 
them verify it and came very near to having the order 
canceled ! 

Reierson and Finch traveled together on many trips. 
Mr. Reierson bears tribute to the splendid character of 
Ht. M. Finch and all the time and trouble he took in 
training him. 
article on the difference in old salesmen in handling 
young fellows. Some of the older salesmen are never 
willing to give the younger men a helping hand. They 
don't want the cubs around. They kick and complain 
about their lack of knowledge, but they do not do any- 





Here we might digress and write a little - 


thing to help teach them. Mr. Finch was not in this 
class. Dozens of young salesmen owe their first edu: 
cation in selling to H. M. Finch and these young fel- 
lows all over the country today revere the memory of 
H. M. Finch. 

It was while traveling with Finch that Reierson 
received a telegram to go to Shreveport, Louisiana, and 
get an important letter that would arrive there. This 
letter informed him that he had been given a regular 
hardware territory with Shreveport as headquarters. 
At last his ambition was realized. He was a regular 
hardware salesman with a regular route of his own! 

By this time a most important event had happened in 
young Reierson’s life. Just before he went with The 
Simmons Hardware Company, he married Miss Florence 
Thompson at San Antonio, Texas. This union has been 
blessed by a daughter. ‘The hero of this article was 
now drawing a very satisfactory salary. He did not 
have to live on $3 per week! He was not teaching a 
Chinaman English in return for laundry work! 

One of Charlie’s outstanding characteristics was his 
clear-headedness and his tact. It is easy for anyone to 
quarrel with a customer. It takes no brains to start a 
quarrel. Salesmen can meet an awkward situation, 
secure the order and still keep the friendship and good 
will of the customer. 

(To Be Continued) 




















BATHROOM 
FIXTURES 








No. 3630 


Solid brass, long wearing nickel and prac- 
tical, attractive designs—this describes Rinoce 
Fixtures. 
bath room fixtures that are as serviceable and 


handsome as these. 


The runece Catalog describes over 300 different 
designs in both nickel and white finishes. Let 


us send you a copy from which to order. 


Your customers will appreciate 





New York, 2 Hudson St. 








AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 


BRANCH OFFICES: 


San Francisco, 116 New Montgomery St. 


Chicago, No. 29 E. Madison St. 
Boston, No. 170 Summer St. 
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Uncle Sam’s Soliloquy 
























































ECENTLY Harpware AGE received from I. P. £ 

Gassman, secretary of the Arcade Manufacturing ae YEAH — 7’ 

Co., Freeport, Ill., the accompanying cartoon by AS 

the famous artist, John T. McCutcheon, which appeared IT MUST BE AN sit 
in the Chicago Tribune. Printed above the cartoon was ff Al STORE-THEY ee 
the following: vee CARRY CLOVER ie 
“Pride goeth before a fall. x SANDPAPER! Sa 
Only a short time ago you were the biggest, proudest cit | , 25, 
and most important of all the barnyard fowls. a vy li. or aN 
: : foes ( 7 i et 

All the others looked upon you with jealousy and i a (v (\ ae 
envy. ae 1 yy we 
You were smug and vain. The barnyard echoed with a ‘fe od bik: 
your explosive gobble as you strutted about swelled * “| Re 
with pride and soft living. xt i 
No suspicion of impending disaster disturbed your <n Ota BS 
well-fed complacency. ss SR 
And now where are you? Sie IES] 
Perhaps there is a moral in this for me. te sn 
Today I am the biggest and most important of all as y * igs 
nations. I am staggering under the weight of material ise Ret 
blessings. ei ts 
With all my riches and power there is the temptation hoe USTOMERS judge a store sus 
to become smug and boastful—to take my blessings as a aie C by the goods displayed. Show tae 
matter of course and without proper humility of Rss a quality product like Clover ay 
spirit. we Sandpaper and they'll conclude that we 
May I never cease to af if you sell the best in the smaller eS 
be thankful for the rich sittie things, they can trust you for ANY eon 
harvest which nature and > merchandise. Sate 
my Pa eg children BS: So even sandpaper argues for or a7 
io ste ee Ea thee is against your store. Once a me- eh 
ble i y sane ae a chanic gets to KNOW Clover Sand- tH 
Mey 1 aumee forget Ps paper he wants it forever after. oe 
thet the aveatet sad ie The surest way to accomplish this Bay 
; ap is to get customers to TRY it. ae 
proudest of nations have Mey a, 
crumbled.” Be, Clover samples are for that purpose ee 
et —the coupon for your convenience. oe 
ts ay 


hi 110 Main St., Norwalk, Conn., U. S. A. eh 
Be 


The Largest and Oldest Manufacturers ‘% 
of Abrasive Compound in the World or 


Clover Dealers Get Clover Business Service Free 





A Modern Girl 


They were driving home. The night was black, the 
road unfrequented, and it was past 2 o’clock. Suddenly 
the motor gave some convulsive sobs and the car stopped. 
The young man, visibly embarrassed, made an earnest 
effort to start the engine but failed. After getting out 
soe looking over the engine, he turned to the girl and 
said : 

“This is most unfortunate. The gasoline tank seems 
to be full of water and we can’t move a foot.” 

The girl was far less perturbed. She said: 

“Come on inside and stop looking worried. This has 
happened to me before. All we have to do is to sit in 
the back seat for about an hour and the water turns 
right back into gasoline.”—Pup. 





Handsomely Decorated Ream Package 


Two Color Box Packages 
for Display Purposes 


wy TPePeerereeeeee ee Tih id i ddd “te. 
een 

CLOVER MFG. COMPANY 

110 Main St., Norwalk, Conn., U. S. A. 


Gentlemen: Please send us Samples of CLOVER Sand- 
paper and refer us to nearest Jobber. 


or 
Bulk Consumers 
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. A Revelation for the Independent 
NEW DEALER PRICES 
Dealer 


(Continued from page 26) 


GRADY WEDGES ference were: Double bit chop axes, grain scoops, gar- 


den rakes, garden hoes, curry combs, tinners’ snips, bush 
snathes, riveting machines, sash lifts, and compass saws. 
with a larger profit for Now mind you, these one hundred items of curs were 
dealers. Let Grady help compared with pictures and printed descriptions of the 
you pay the rent. Grady catalog items, therefore we are certain that every item 
o* fo “ery on our list is the equal of the corresponding mail order 
profits are all “velvet,” tor item, and many of them are better. But, if our prices 
Grady Wedges sell them- were ten per cent lower than theirs, and we guaranteed 
selves. Send for 1927 price every item to be equal or better in every respect, some 
list and illustrated circular. people would still buy from them, because we fail to 
advertise that fact. That is where we fall down. In 
; making these comparisons, however, we have convinced 
A 6| ourselves that Llew Soule’s editorial in the HARDWARE 


AGE, entitled “‘Red Ink or Black,” was correct, when 
The : “Fig bf 
€ 1p) ish he said: 


oapmay TIS: Ih: 7 rl Hook” _“T believe the hardware industry has a false concep- 
carton corrugations tion of the public’s willingness to live and let live. I 
sells prevent honestly believe it under-estimates its own products and 
them ao ac auga slipping its own services. The public does not begrudge a fair 
gag9000G profit to the producer or distributor. The consumer is 
ae pretty well adjusted to the economic principle of fair 
recompense to maker and seller, provided he gets his 
money’s worth in quality and service.” 
UNITED SALES CORP. We have also convinced ourselves that since the mail 
41 Drumm Street order houses have established themselves and worked 
San Francisco, Cal. up a reputation for low prices, they are doing the same 
a a as many manufacturers have done and that is: To make 
a dandy good piece of goods at a very low price and 
keep that price down until the people begin to call for 
it, and the volume becomes great; then to begin to 
KNOBBY-LOCK go up in price. That is the way some manufacturers 
make their millions, and it is what some of the mail order 
NIGHT LATCH houses have done and are doing. It took several years 
of intensive advertising of merchandise at very low 
prices to sell themselves to the people. 
Replaces Door Knobs Last year, according to dilidial report, Sears, Roe- 
With Sturdy Lock buck & Co. cleared a net profit of over twenty-five 
a a ee en Ne million dollars. If the independent retailer will get a 
replace ordinary knobs with Knebby-lLeck, and he has an Sears, Roebuck catalog and do what we have done— 
send Bock with tar. if he will compare prices, and then show the comparison 
to the people of his trade territory, and advertise it 
to them, he will soon start the pendulum swinging back. 
ADVANCE MFG. CO. There are not many of our customers buying from mail 
620 St. Antoine Street order houses. There are a few, of course, there are 
Detroit Michigan always a few people in every community who take the 
opposite view to what their neighbors do, yet when 
death, sorrow and distress visits them they are as ready 
° to accept favors as any of us. When everything is 
Wire Products going well with them, they are the most independent 
people in the world, but when they do hit the toboggan, 
for every need wom. they holler the quickest and loudest. It is strange that 
' Cane people cannot learn in youth that they cannot live alone; 
ae tg - om Supe. = there comes a time in every man’s life when he must 
ial aa Ot A. have help, and if he lives right, God administers that 


Processed Wire, Bright and oe help to him through his neighbor. 
Galvanized Wire, and Wire : : 


ne ee ee FROM PILLAR TO POST 























Ask Your Jobber or Write for Information 














xen | “Your speedometer shows you have gone 25,000 
BETHLEHEM STEEL COMPANY ‘=: miles. Been taking some long tours ?” 

Senses Guhewss Slee OA. ‘No, the 5000 is the distance I have covered going 
hack and forth to the office, and the other 20,000 the 
distance I have covered looking for parking places.” 

7 


—Cincinnati Enquirer. 














AMSON & SES- 

SIONS’G60-year 
service plus KIRK- 
LATTY’S 31-year 
record represents 
91 years’ experi- 
ence in the manu- 
facture of top 
quality nuts and 
bolts. Both made 
modest starts. 
Both grew to their 
present dominat- 
ing positions 
through solid 
worth, unfailing 
service and manu- 
facturing skill. 


Cfdrmsntion in 
the merger 


of the entire per- 
sonnel of both or- 
ganizations gives 
established cus- 
tomers the benefit 
of dealing with the 
representatives to 
whom they are ac- 
customed, while 
the combined 
manufacturing fa- 
cilities assure im- 
mediate delivery 
of emergency and 
standard orders of 

any size. 














HEN the Lamson & Ses- 
sions Co. wasestablished 
in 1866, bolt making was a slow, hand 
process, and it was considered a radical 
and desperate venture when the original 
plant moved to Cleveland from Mt. Car- 
mel, Conn., in 1870, in order to be nearer 
both markets and source of raw material. 
Time, however, has proved the sound- 
ness of that policy. Orders that were 
formerly considered a year’s work for 
one man are now produced in one short 
day. The central location of Lamson & 
Sessions in the industrial heart of the 
country assures prompt delivery of all 
orders regardless of their size. 

With the increased manufacturing 
facilities and thoroughly experienced 
organization provided by consolidation 
with Kirk-Latty, the new Lamson & 
Sessions Co. is able to render even 
better, more economical service 
than in the past. 
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Sportsmen’s Week Window Display 
(Continued from page 38) 

The population of Escondido is 1789. These win- 

uing windows featured everything the outdoors man 
needs in Remington’s best known, best advertised and 
best seiling lines. There are Remington guns, game 
loads, pocket and sheath knives, hunting clothing, boots, 
lanterns, flashlights, scissors, traps, thermos bottles and 
jugs, axes, razors, razor blades, shaving brushes and 
clippers. 
_ “These windows have created very considerable local 
interest and our ammunition sales have been highly sat- 
isfactory. We attribute this largely to the windows, 
writes the Escondido Co. 

First prize of $100 in Group 1 (under 3000 popula- 
tion) was awarded to the F. C. Palmer Co. of Top- 
penish, Wash. Second prizes of $75 each, were awarded 
tor the windows of Hugh Saum of Edinburg, Va., and 
Elmer Wardrope of Leeds, N. D. The $50 prizes were 
taken by the Morgan Park Co., (the Lake View Store) 
Morgan Park, Minn.; Blume Brothers, Redfield, S. D., 
and Omohundro Hardware & Furnishings Co., of 
Whitesboro, Tex. The $25 awards went to Martin 
Hardware Co., Gilroy, Cal.; Canichols Hardware Co., 
Rock Rapids, Iowa; G. R. Smith Co., Cleveland, Miss. ; 
E. R. Adams, New Rockford, N. D.; Newberry’s Hard- 
ware Co., Alliance, Neb., and Peterson Hardware Co.. 
Blair, Neb. 

In Group 2 (3001 to 6000 population) first prize was 
awarded to C. T. Robertson of Kalispell, Mont. The 
$75 prizes were taken by the Brookhaven Hardware “o. 
of Brookhaven, Miss., and the McCormick-Saelizer Co. 
of Redding, Cal. The $50 prizes went to Albert G. 
Shaffer, Ventura, Cal.; Fritsch Hardware Co. of Sedro- 
Woolley, Wash., and Phelps-Dodge Mercantile Co. of 
Dawson, N. M. The $25 awards went to Auburn 
Hardware Co., Auburn, Wash.; Ekblad Hardware Co., 
Marshfield, Ore.; Sellers & Son, Kendallville, Ind.; 
Logan’s Sporting Goods, Salinas, Cal., and Brantley 
Brothers, Troy, Ala. 

First prize in Group 3 (over 6000 population) was 
awarded to the Tritch Hardware Co. of Denver, Colo. 
Hoffman & Goodman of Richmond, Va., and the Her- 
polsheimer Co. of Grand Rapids, Mich., won the second 
prizes of $75. The $50 prizes were given to A. H. 
MacArthur & Co. of Billings, Mont.; Jensen-King- 
Byrd Co. of Spokane, Wash., and the Kimball-Upson 
Co. of Sacramento, Cal. The $25 awards went to J. 
M. Stewart & Co., Indiana, Pa.; Steel Hardware Co., 
Wichita, Kan.; Sport & Travel Shoppe, Hollywood, 
Cal.; Fox Brothers, Inc., Pine Bluff, Ark.; Vandervoort 
Co., Lansing, Mich., and M. Kinkel & Sons, Davenport, 
Iowa. 

The photographs came from merchants in crossroad 
towns as well as from the larger cities and were judged 
solely on the basis of the window displays’ merchandis- 
ing value, originality, general attractiveness, and trade- 
pulling power. The judges did their work well, and 
theirs was no easy task. The men, who waded through 
the pictures to a successful ending, were Llew S. Soule, 
editor of HARDWARE AGE; Rivers Peterson, editor of 
Hardware Retailer and Taylor Spink, general manager 
of Sporting Goods Dealer. 

The contest was open to all hardware and sporting 
goods dealers in the United States. It was not neces- 
sary to purchase stock or display material. In fact 
Remington distributed gratis 50,713 pieces of window 
display material during the first ten months of 1926. 
This display material without charge was available upon 
request. 








The crew of a 
whaler had to be 
“lowered away’ in 
pursuit of the mam- 
moth sea king. 


Yet, 


the high standard of all— 
HMolilr= 


(Reg. U. 8S. Patent Office) 
WOOD SCREWS—MACHINE SCREWS 
DRIVE SCREWS—STOVE BOLTS 


has never been lowered! 





Samples on request 


CONTINENTAL 
WOOD SCREW CO. 
New Bedford, Mass., U. S. A. 








“GEM” apsustaste 
REGISTER _ 
SHIELDS 


Neat housewives detest 
soot-smudged walls. 
Turn their neatness to profit by selling “Gem” 
Register Shields. Fit all size registers. Attrac- 
tive and easily adjustable. 
Floor Shield retails at $1.50; 
Wall Shield at 75c. 


BUY FROM YOUR JOBBER 








GREEN’S 
Stock Boxes 


A NEW IMPROVED 


Box 
At Low Cost. Has All the 
Advantages of the More 
Expensive Fixtures. 


Made in an Assortment 
of Sizes to Fit Every 
Hardware Need. 


Write for NEW Illustrated Price List 


THE GREEN CO., 250 W. 57 St., N. Y. 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION AND SOUTHERN HARD- 
WARE JOBBERS ASSOCIATION, Memphis, 
Tenn., week of May 9, 1927. Hotel 
headquarters, New Peabody Hotel, 
Memphis. Charles F. Rockwell, secre- 
tary-treasurer, 342 Madison Avenue, 
New York City. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
1927. L. P. Biggs, secretary, Little 
Rock. 


CALIFORNIA RETAIL HARDWARE AND 
[IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS and VIRGINIA RETAIL HARDWARE 
ASSOCIATION JOINT CONVENTION at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur 
R. Craig, secretary-treasurer, 804-806 
Commercial Bank Building, Charlotte, 
N.C. 

CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, Feb. 2, 
8, 1927. Headquarters, Hotel Taft. 
Henry S. Hitchcock, secretary, Wood- 
bury. Nutmeggers “Night Before,” 
Feb. 1. 

IDAHO RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Boise, Jan. 26, 27, 1927. E. E. 
Lucas, secretary, Hutton Building, 
Spokane, Wash. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, III. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24, 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 
apolis, Ind. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Feb. 1, 2, 3, 4, 1927. J. M. 
Stone, secretary-treasurer, 202 Repub- 
lic Building, Louisville. 

LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. Guy Nason, secretary-treasurer, 
Columbus, Miss. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 


Marine City. K.S. Judson, 248 Morris 





Avenue, Grand Rapids, exhibit man- 
ager. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26, 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 

MONTANA IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, North- 
ern Hotel, Billings, Feb. 24, 25, 26, 
1927. A. C. Talmage, secretary-treas- 
urer, Bozeman. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. W. McAllister, secretary, P. O. Box 
513, Boulder, Colo. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927. H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE. CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 
1927. Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
22, 23, 24, 1927. George A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 

NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 

NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1927. 
C. N. Barnes, secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Building, Oklahoma City. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Feb. 8, 9, 10, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 





Spokane, Wash., Feb. 2, 3, 4, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer. 
Canyon, Tex. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Building, Philadel- 
phia. 

SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los Angeles, Cal., Feb. 
22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 

SOUTHERN HARDWARE JOBBERS ASSO- 
CIATION AND AMERICAN HARDWARE 
MANUFACTURERS ASSOCIATION, Mem- 
phis, Tenn., week of May 9, 1927. Ho- 
tel headquarters, New Peabody Hotel, 
Memphis. John Donnan, secretary- 
treasurer, Richmond, Va. 

SouTtH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 23, 24, 1927. 
Chas. H. Casey, manager-treasurer. 
Nicollet Avenue and 24th Street, Min- 
neapolis. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE CONVENTION AND EXx- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, At- 
lanta, Ga. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION will hold a joint convention with 
the Carolinas Association at Virginia 
Beach, Va., June 7, 8, 9, 1927. Head- 
quarters, Hotel Cavalier. Thomas B. 
Howell, secretary, 301 E. Grace St., 
Richmond. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Building, Dayton, Ohio. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 


1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary- 


treasurer, Stevens Point. 
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ders and stepladders. You buy accidents. They cost you 
money to settle. 


Send us your order and we will ship and give you spring dat- 
ing, guarantee you against decline. 


Send for latest price sheet 





o . Sey. PIG ogg 
Buy spruce ladders and stepladders. Don’t buy cheap lad- 








f 





| WwW. W. BABCOCK C2, Bath, N. Y. 











“Shoctflame 


RADIANT HEATERS 





Each Design of Pe? Heater Has the 
Solid Sheetflame ne ee Throws 


You can sell any No. 592—One of a line of four mode- 


rate-priced Kennedy Heaters. Others 
KENNEY RADIANT SHEETFLAME HEATER a « 


irrespective of price, with the definite knowl- 
edge that it will give more heat. So that 
when a woman wants a gas heater to heat a 
cold room and not merely something to look 
pretty in a fireplace, just give her a demon- 
stration of the Kennedy. You can not only 
sell her the most heat, but you can throw in 
good looks for extra measure; for Kennedy 
Heaters are beautifully designed as well as 





“r4 99 
heatfully made. 592 (5 Sections) 492 (4 Sections) 
No. Section Width Height Depth Ship. Wat. 
RADIANT HEAT CORPORATION of = a. o- ff se 
AMERICA Finished in Satin Ebony Black Japan, with brass-finished 
; e wings, fender, columns and legs. 
415 Lexington Ave., New York City Ask for Dealer Proposition. Ask for Dealer Help Folder. 


Are you on my mailing list for Kennedy Grams—a live 
publication for merchants and retail gas appliance sales- 
men ? 


THe J. G. Wuitte MANAGEMENT CORPORATION, 
Operating Managers goog 
-M Gn 
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What’s What 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 


1. The metal form from which they are made. 
This is mighty important because of its direct 
bearing on the driving and setting qualities of the 
rivets. 





i 


~ — 


2. How are they made—that is, are the details 
of manufacture such as to insure the best results? 


3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 


Coast Representative 
J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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TUBULAR RIVET & STUD 
COMPANY 











BOSTON 
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Makes You 


SOCKET WRENCH 
HEADQUARTERS 





‘5 


With this carefully selected 
Walden- Worcester Assort- 
ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a convenient 
and attractive medium for 
the display of the stock. 

In a word, an investment 
of only $54 makes your store 
Socket Wrench “Headquar- 
ters.” 


No. 1100 Assortment of 113 Parts, 
including 75 CHROME NICKEL 
Steel Sockets for Hex and Square 
nuts; Speeders, Offsets, Tees, 
Ratchets, Connectors, Universal 
Joints, Extensions, etc. Graded in 
proportion to demand. All parts 
interchangeable. Net price, in- 
cluding all-steel cabinet, $54. 


Write us for name of the Walden- 
Worcester jobber and for Socket 
Wrench Catalog No. 27. 











STEVENS WALDEN-WORCESTER, INC. 
Mfrs. of Walden-Worcester Wrenches 
and Stevens “‘Speed-Up”’ Tools 
Worcester, Mass. 








Make a Drive 


for 
the 


SPORTING 
GOODS TRADE 


this 


Season 





There is good money in sporting goods; 
every season sees an increase in sporting 
goods sales. This country is a sports 
loving nation—the small boy is not the 
only one who wants to play. 


The manufacturers of sporting goods 
who advertise in HARDWARE AGE can 
show you how to sell sporting goods. 
Ask them for their advice and put it to 
work. 
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Rivets, Roofing Nails, 
Scratch Brush Wire, 
and Pipe Couplings. 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit 
Milton Prey Co., San Francisco, Los Angeles, Seattle 
. Baird & Co., Memphis, Tenn. 





RY 
BRIDGEPORT. CONN. 
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‘Perfect 


GIUILUGNUVOULULUVOVULUSIVOUOUHOUUSOEU ASSAD ERE UTS HUUUAULOUNIULADLIOULIN 


WUULLAILAINNIIND 


To Customers Who Leave It 
To Your Judgment ~ 


When it is left for you to decide—you become not the UDLAWSAYIOR | 
“judge”—but the Defendant! It is your trial, so to speak, WIDE C0 | 
and “Perfect” is a Character Witness. STi 


You will not only make a sale. Your decision will bear NIKO LI TE | 
weight. When a customer says, “I'll leave it to you to ULL FINISHMEE 
send the best,” he is going to tell his neighbors all about 
the merits of /is selection. Even if you did send “Per- 
fect” Screen Cloth, he will claim the credit for his good 
judgment. Make the sale and let the credit go! 


Your Jobber Carries “Perfect” 
AAUVUCANNULUVNATOMAEOSUTA FAUT SP 


- LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 


40114) TO (OUND LATHE 
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Positive Self-Lubrication!!! | What 
does this mean to the man who purchases 
a power pump? Is it merely an adver- 
tising term to attract attention or does 
it describe a feature that has a concrete 
value in actual pumping service? 


MYERS 


Self Oiling Bulldozer 



















Here are questions worthy of more 
than just a passing thought by anyone 
who in any way is connected with the 
sale and distribution of power pumps. 


Reverse the positions of the buyer and 
seller. What kind of a power pump 
would you consider if you were shopping 
about for new pumping equipment for 
your own home or farm, or for any 
other purpose? There is little or no 
doubt as to your decision. It would be 
a self-oiling power pump. 





And here is the answer to the 
wide spread demand for MYERS 
SELF-OILING POWER 
PUMPS. Decisions in their favor 
are increasing daily. It’s easy to 
get the facts and figures. We are 
ready to submit them on request. 






THEF.E. MYERS & BRO.ce 


HLAN dD. o 


PRODUCTS 














PUMPS FOR, DOOR HANGERS 
EVERY PURPOSE STORE LADDERS etc. 


adenue PuMmM Ay =. 
TOOL woRKs 
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and let the power of suggestion get to work selling 
paint. 

Suggestion can be used in many ways. Good dis- 
plays suggest the need of new paint. 


Your Chamber of Commerce should be glad to push 
a “Clean Up and Paint Up” Week, which will sug- 
gest the need of painting to every person in your 
town. 


The fourth issue every month of Hardware Age 
brings you facts and ideas about paint merchan- 
dising. 

A special section in this issue carries the advertis- 
ing messages of the foremost paint manufacturers. 
Read what other successful hardware dealers are 
doing to push paint sales. Learn how the paint 
manufacturers are willing to help you. 


Clean up and paint up your own store, put in some 
good selling displays, and let the power of sugges- 
tion roll up paint sales and paint profits. 
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Quick Turnover! Anchor Ny Brand! 
Ball Bearing Clothes Wringers 











Bicycle Guarantee 
Pe tbe 6eee bint ie cee Warranty 5 Year 
Send for Price List 
LOVELL MANUFACTURING CO. ERIE, PA. 
Largest Manufacturers of Clothes Wringers in the World 
New York, 86 Warren St. Chicago, 52 E. Lake St. Boston, 52 Pearl St. 
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IT’S NEW—IT’S 
DIFFERENT 


IT’S A 
REAL BUSINESS 


Hi q BUILDER 
i) MADE 
= agg 

Applied to Shelf or LOCKS 

Overlapping Door. OPENS 








“TATCH 





Better 


Machine Screws 
for the 
Hardware Trade 


A New Push Catch 


A slight pressure on button and 
door opens, a gentle push and door 
is securely latched. 

A quality article—made of solid 
brass throughout, with wide va- 
riety of handsome finishes. 


Your Jobber Will Supply You 


Manufactured by Rite Hardware 
Company 


Showing Strike 
Mortised. 





HARVEY HUBBELI™ Applied to Rabbeted 125 W. Washington St. 
MACHINE SCREWS Door. Los Angeles, Calif. 
BRIDGEPORT CONN. U.S.A. 





























MEW YORK, .¥. “a 
Se GASBT e8m7 OF 


€=Look for the tag, carrying our name, at the end of every roll! 


am The Gilbert & Bennett Mfg.Co. | 











Be, Ge Ds 












Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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4. Sizes 


15-18-21 & 24” 






NEW “YANKEE” 
BIT EXTENSION No. 2150 


Stands Abuse and Follows Through 
Bits Will Not Loosen and Pull Out in Work 


' CANNOT JAM—A Yankee feature prevents jamming of bit in socket. 
- 3¥ NO JAWS to break. The square shank is held firmly by socket. 


a WILL FOLLOW AN 11/16” BIT, OR LARGER 


The unique construction of this tool is at once recognized by electricians, carpenters, 
plumbers and all mechanics who use bit extensions. It is nickel plated throughout to prevent 
rusting, with high polish on sleeve, giving it a fine appearance. 

Show your customer the “YANKEE” Bit Extension with the “YANKEE” Brace No. 2100—a combina- 
oe tion of the two finest tools of their kind. 


Y Your Jobber Can Supply. NORTH BROS. MFG. CO., Philadelphia, Pa. 



























DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 











Fig. 1741 
LA ° ° ° 

Goulds Automatic Oiling “Pyramid” Pump Y2"" Diam. with Eye 4” Inside 
No Crankcase Oils Itself ae at en Py 

Dilution Oil is fed automatically 1” - i “oni A “ 

Impossible for Gland to gears and bearings VY 

leakage to enter from the supply in 

crank case. the crank case. Quick Shipment 

Write for Catalog *“*“M” 
GOULDS PUMPS, Inc. - 
a ccauhiaediae tae Oliver Iron and Steel Corp. 





= : q 1001 Muriel St. 
PITTSBURGH, PA. 
. ESTABLISHED 1863 

















NORTON 


All meshes, all widths, 
Are ACTIVE Sellers 
painted or galvanized. 
7 ; Hardware Age regularly publishes 
Painstaking care makes many stories of profits made by 
hardware dealers who handle toys. 
our Screen Cloth wear. What these merchants are doing 


you can do. 


REE Ay LOTH Read about these successes and 

then turn to the advertising pages. 

e You'll find that the toy manufac- 

Established 52 Years” turers are offering the dealer 
worthwhile merchandising helps. 


Norton Iron Works, Ashland, Ky. There is real money in toys. 
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TWO LONDON PATTERNS ——_ 


No. 116 5 inches wide. 
No. 112 5% inches wide. 
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W. ROSE Tools 
Crucible steel, _ Rubber Chair Tips 


accurately treated. a ; ss : 
Y ‘ of six different styles and sixteen different sizes 


For sale by all wholesale houses. in a neat showcase display box. They prevent 
injury to the floors and muffle noise without 
Selling Agents leaving a mark. 
WIEBUSCH & HILGER, Ltd. Our Catalogue shows our complete line of 
110 Lafayette St., New York rubber specialties with prices. Send for it. 
WM. ROSE AND BROS. ELASTIC TIP CO. 


Sharon Hill, Pa. 
ouanene 370 Atlantic Ave. Boston 

















About Sizes 


A customer asks for a 26- 
in. saw. “Just out of that 
size,” said the’ salesman. 


Another customer wants a 
6-in. file. ‘“‘Sorry, sir, we 
don’t seem to have that size.” 


A third customer requests 
a 15-in. COES Steel-Handle 
Wrench. “We have 12-in. and 
18-in.,” replied the dealer, 
“but no 15-in.” 


Moral: Sales are often lost 
simply because dealers do not 
order when their stock is low 
on standard sizes. 


Your Jobber will supply 
you. 


BALL BEARING CASTERS 


“ACME” casters are ball bearing 1 They have taken 
the place of the old-fashioned rigid, hard-to-move caster 
which our forefathers used. Rolls easily and quietly in 


any direction. 
Acme COES WRENCH CO. 
“In Business Since 1841” 


From Your Jobber. Send for Catalogue. 
THE SCHATZ MBG. CO. Worcester Mass. 


POUGHKEEPSIE, NEW YORK 
AGENTS: J. C. McCarty & Co., SELLING AGENTS: 
29 Murray St., New York City J. C. McCARTY & CO........ 29 Murray Street, New York 
JOHN H. GRAHAM & CO..... 113 Chambers St., New York 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 


Size 
6” to 1” 
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Osborne High Grade Punches 





Arch Punches 
Revolving Punches 


A varied and attractive line for the Hardware Trade. 


Belt Punches 
Spring Punches 


Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools, 

The above tools will please your customers, 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make, Try us. 


Write for Catalog 


as well as «our 











Cc. §. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
© e 
American Steel & Wire 
BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 


Waukegan, Baker Perfect, Ellwood Juni L » 

‘ SPIKES, STAPLES TACKS, Hot Galv'd Nails. 
gs me = — P = ee ye 
> ae nitor, " . . 
» —_e roars ra Banner Steel Gates 





CONCRETE REINFORCEMENT. 
BALE TIES: Old reliable brands. 
TELEPHONE W . 

for every purpose. 


| 


WIRE 





Company 
Chicago, New York, Boston 
Denver, Birminghem, Dallas 
U. 8. Steel Products Co. 


IRE 
. 7 Ban Francisco, Los Angeles, 
Portiand, Seattle 


Quick Delivery. Write us for selling plans. 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake St.; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine St.; 
Ogden, Utah, 2327 Grant Ave. 


| Russell ay 
zz Auger Bits & 


a 
Satisfied : 
Customers | 

Profitable 


Z 4 Sales 
G4 Russell Jennin 


Chester, 
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Most convenient wrench made for general use. Com- 
bines Adjustable “S” Wrench with Nut Wrench in a 
practical way. 

Gets into and out of places where a Monkey Wrench 
cannot be used. Forged-steel jaw. Malleable handle. 
6 sizes: 4 to 14 in. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, 
New York 


Dunn & Co. 
Chicago 


M.S. BROOKS & SONS 


CHESTER, CONN. 


Manufacturers of Bright Iron 


and Brass Wire Goods 
Since 1848 
Special Wire Goods Made to Order 













ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALLEN is 
utilized either for solid metal at the point or depth of socket 
for the wrench. All sizes in stock from % to 1% in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. 


= 


139 SHELDON ST. 
HARTFORD, CONN. 








Protection 


In our ILCO No. 202 
Night Latch the Bolt 
and In- 
side Knob 
are dead- 
locked when key is turned once backwards. 
Bolt cannot be forced back or 
lock opened from inside by the 
knob. This Patented Feature 
makes many sales. Can also be 
used as ordinary night latch. 
Send for New Catalog No. 7. 


QW INDEPENDENT IOCKCO.@®> 


Fitchburg, Mass., U. S. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties 
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The Saw Test 


—pro that the 
locking bolts cannot 


| KEI: "LOCK 


It is guaranteed burglar- 
=~, proof—it makes security 
doubly sure—it sells with- 
out effort. 


Francis Keil & Son, Inc. 


401-425 E. 163rd St., New York 
1876——A Half Century of Progress—1926 


h- KEIL 
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FRICTION HINGE 





For use on Hinged Windows swinging in, Bedroom Doors, 
Ktc.; they hold the window or door open in any position without 
the use of an adjuster or holder. 


This Hinge is designed on the simple principle of a Brake- 
band. The double knuckle leaf is fastened tight to the pin; 
the single knuckle passes clear around the pin and is fastened 
to the leaf itself by two set screws, which can be adjusted to 
give any desired amount:of friction. 


The use of these Hinges eliminates that annoying condition 


of windows and doors slamming. 


Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 











Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 
CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents 
Foreign Countries. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


in United States, Canada and 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the Seventh Edition. 


Hardware Wholesalers find Verified List of great value in 
‘‘checking’’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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Show More, Sell More! 
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Carrick Hardware Co. are increasing their sales by using Heller Equipment 


Take the pictures out of the mail order catalog and 
they won’t do any business. 
Your display of the original article is more appeal- 
ing than any picture that may be had. 
A Heller man can show you how to get an increase 
of from 50 to 100% if you will follow his simple, 
inexpensive tried-out plan. It won’t cost a cent to 
talk to him. Just mail coupon TODAY 

700 Bryant St., Montpelier, Ohio 


W. eS. Heller & Co. 20 Vesey St., New York City 


Kindly have your man call. I would like to increase my knowledge 


of Merchandising Hardware. 


Name 


Address 
12/30/26 
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TH€ STEWART IRON WORKS CO, 


225 STEWART BLOCK CINCINNATI. OHIO 


Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds ,n 

the tack in position for driv- ¥ 101i ec 
ing. Awarded the Silver Medal me 

(the highest offered) at the Panama-Pacific Exposition. 





Good profit. 
Name and design trade marks registered U. 8. Pat. Off. 
ARTHUR R. ROBERTSON 94 Portland St., Boesten, Mass. 








J. L. THOMSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 








STRATTO Plain or enameled in 
HANDLES 


For Small Tools, Utensils, Electrical Geods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff 
ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave., Chicago, Ill., U. S. A. 













IF IT’S THE BEST TOOL YOU CAN SELL 
FOR WORKING STONE 
IT’S OURS. 


TROW & HOLDEN’ CO. Barre, Vermont 
Catalog 








BARROWS 


ns we 

—~ & 
C — 
STERLING MILWAUKEE 
WHEELBARROW CO. WISCONSIN 

















BAND “J_ FJ NOX” saws 


QUALITY «SERVICE 


~  OISTINCTION 


“The Jools in the Plaid Bow” - 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. ” F& 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


UNIFORMITY 








Wright’s Jennings 
High Grade 
Auger Bits 

The Conn Valley 


Mfg. Co. 
Centerbrook, Conn. 
- & a 





SCYTHES and AXES 


Scythes since 1812. Axes since 1880. 


RIXFORD MFG. CO. 
East Highgate, Vt. 








Waste — Mops — Wicking 
Cleaning Cloths 


Coumang. Cotton—Chemical Cotten 
otton Clotheslines 

Send for samples and prices 
MASSASOIT MANUFACTURING CO. 
—— —_ <= os Fall River, Mass. U. 8S. A. 
New Work Office - = - - = =-- +8 350 Broadway 
Ohicagoe Office -----+- 189 West Madison &St. 





———— 
my 


LUMBER CRAYONS 


STANDARD CRAYON CO. 


Danvers, Mass. 








Makers of Every Kind 
of Screw, Nut and Bolt 





The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 














58 YEARS AGO 


Priest’s Clippers were 
introduced. Today 


PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
quality. 
American Shearer Mfg. Company 
Nashua, N. H. 








BROWN @ SHARPE 

BS RSet 
\Mlade Best 

They Give Complete Satisfaction 


TRADE MARK Catalog on request 


BROWN & SHARPE MEG. CO. Providence, R.1., U.S. A. 








Want a Good Hardware Salesman? 
The quickest way to locate one is through an ad 
in the “Classified Opportunities Section” of this 
paper. 
It’s the place where good hardware salesmen look 
first for real opportunities. 
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Manufacturers of the finest line of Garage Door Hardware. 
Recemmend Allith products for satisfaction. Let us send 
you our new talog. It is considered the most complete 
ever published—a request brings it FREE. 

Representative jobbers distribute A-P 

products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware oe erhead Carriers 
Rolling Ladders pring Hinges 


ALLITH-PROUTY CO. Danville, Ill. 


HARDWARE AGE 
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HMLLONTRE 


“Buffalo” standard hardware 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh, uni- 
form selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 
wire. 

Write today for catalogue No. 8-A.B. 


BUFFALO WIRE WORKS CO., INC. 


518 Terrace  ‘°7t'y, Scheclersoo Buffalo, N. Y. 











An EXPANSION SHELL 


With a Sure-Dependable Hold 

Superior advantages: 

(1) It gripe at the bottom of the hole by 

(2 Dureng its jaws in the sides of the 

(3) yy Underwriters Laboratory test 
holds until the bolt or the B.A 


into which it is placed breaks 
Ww — properly set it will not ‘come 





— 


(4 


loo 
(5) Quickly installed. 
a fl enn these disadvantages: 
(1) It is NOT a friction hold. 
(2) No waste from broken or misfitting 


oe 


parts. 
(3) Vibration does NOT affect it. 
Made in two types for 15 sizes of bolts. 
Practical in any Solid Material. 
A trial order for testing will soon con- 
vince you. 


Samples on request —No charge. Send for Bulletin No. 55. 
THE PAINE COMPANY 


2951 Carroll Ave. 
33 Warren St. 





Chicago, Ill. 
New York City, N. Y. 








GENCO Razors 


Finer than ever 


Order through your wholesaler 
GENEVA CUTLERY CORP., Geneva, N. Y. 

















DULUTH 
DISPLAY 
COUNTERS 


Make it easy to shop 
mn poem, store. 

e low prices on 
we G26 Duluth display tables and 
counters bring them within the reach of all. You can buy 
them cheaper than you can build them. 

The table shown above sells for $28.50 f.o.b. Duluth. It is 
7 feet long and 32 inches wide, stained and varnished ready 
for business. 

Furnished with glass dividers at a small additional charge. 


DULUTH ENGINEERING SERVICE 


We maintain a complete merchandising engineering ser- 
vice, including sampling. Write for complete information. 


DULUTH SHOW CASE CO. 


New York Office General Offices Chicago Office 
101 Park Ave. Daluath, Minn. 180 N. Wabash 











YERS 3" 














ERS 


Insure perfect shelf service for any line of merchandise. 








ue tread steps, properly spaced, with convenient full 
iy >the handholds on both "ides of ladder permit mounting 


descending with ease. Both hands free to remove or 
ved stock* without danger of falling. Cushioned Tired 
Trolley and Truck Wheels eliminate noise and prevent 
vibration. Erection as _—_ asA, B,C. Utilize 

















small space. Make top shelves safely available ’ 
a stock seb i One style--neat of 20U 
--nice Sanee-aap 2. £ 
in use ty. >= gee on L A D, 


UR TESPLEST VOCAB Do, = 

















Figure up what a pro- 
fessional sign painter 
would charge you to 
make all the window 
and counter signs, 
price tickets, stream- 
CR, ers, etc., you would 
en use in a month. Your 
RA = lowest priced clerk 
sezatisern bs ‘ can make all these with 















POE SEX 


SS ae =m our National Show Card 


——. | wee Writer, do good 

a Pew SSeS SS a work and _ start 
De eh Siti -ioat sales going as 
a soon as dis- 


played. Send for 
Folder. 


NATIONAL SIGN STENCIL COMPANY 
Manufacturers of thee NATIONAL SHOW CARD WRITER 
1602 University Avenue Saint Paul, Minnesota 
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Classified Advertising Rates 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, | 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Positions Wanted Advertisements 








Each additional line............ .80 


Average 10 words to a line 


Allow One Line for Keyed Address 








Opportunity Exchange Section P: BRED. ewoeevrccsccsseevevesvnes $5.00 50% off rates quoted 
Set Solid, Minimum of 5 lines. .. -$3.00 Each additional all eeeeveveeeeece 4.00 Address your advertisements and replies to 
Each additional line........... .60 a tag og a eee 
All Capitals, Minimum of 5 lines.. 4.00 | Discounts for Classified Advertising re ee See a 


4 insertions, 10% off; 8 insertions, 15% 
off 
Remittance Must Accompany Order 





Harepwarks Ace is published each Thursday 
Forms close Ten Daya previous to date of 
publication 














BUSINESS OPPORTUNITIES 


HELP WANTED 








FOR SALE 


| Hardware Store, good location, growing section in 
Brooklyn, N. Y. Requires $10,000.00 cash, balance of 
$4,500.00 on reasonable terms. Address Box H-324, 
care of HARDWARE AGE, New York. S 


FOR SALE—ONE OF the best and most successful hardware stores in 
Kansas. Clean stock, live going business. Shelf hardware, paints, stoves, 
etc. Stock $25,000, fixtures $3,000. Can be reduced; $15, 000 will handle. 
Average sales over long period $100,000; average net earnings $10,000. 
County seat town of 6,000, Central Kansas. Large trade territory, little 
competition. Owner’s health failing, must quit. Wonderful opportunity 
for two live men. Write Box H-351, care of HAarpware Acs, New York. 


‘TOOL M ANUFACTURING PLANT FOR SALE in whole or in part. 
Complete sales organization, products well known and have gained uni- 
versal good will. Company making money. Is for sale because present 
manager now engaged in other businesses and cannot give it the attention 
deserved. This is a rare opportunity. Address Box H-346, care of Harp- 
ware Ace, New York. 























BUSINESS in East Cen- 
hardware store in town. 
1926, $42,000. 
Address 





FOR SALE—PROFITABLE HARDWARE 
tral Kansas in good farming community. Only 
Stock and fixtures about $8,000. Sales in 1925, $46,000; 
Low overhead. Reason for selling, expect to buy a big store. 
Box H-369, care of HArpware Ace, New York. 








-~-——— 


FOR SALE—AN OLD ESTABL ISHED Sistem Business in the 
beautiful Mohawk Valley of Central New_York. Good going business, 
ood location, clean, well assorted stock. Worth investigating. Address 


tox H-309, care of HArpware Ace, New York. 
FOR SAL E—EST ABLISHED HARDWARE BUSINESS in a prosper- 
ous Texas town of 30,000. Stock and fixtures will inventory about $22,000. 


Address Box H-355, care of HAkpware AGE, New York. 





HELP WANTED 





WANTED—Salesmen with retail hardware store experience who have 
the ability to meet the larger merchants and also thorough enough in work- 
ing their territories to call on the little stores as well. Prefer man between 
30 and 40 years of age. To such a man we have a proposition that will 
net him $100 per week on a straight commission basis and an opportunity to 
grow with a national manufacturer of twenty years’ standing. Territories 
open are located in Middle West and East. State your qualifications fully, 
naming positions held during past ten years and past earnings. Address 
Box H.- 367, care of HArpware Ace, New York. 

SPLENDID OPPORTUNITY FOR TWO EXPERIENCED SALES- 
MEN who have knowledge of cutlery, builders’ hardware and padlock line, 
to represent hardware manufacturer in well established territories, calling 
on retail and jobbing hardware trade. State age, experience, references 
and names of last three employers. All replies held confidential. Terri- 
tories open January 1. Address Box H-347, care of HArpware AcE, 
New York. 


OPPORTUNITY FOR GOOD SALESMAN—A _ known sales or- 
ganization can use a salesman experienced in selling hardware and tools 
etc., to the wholesale trade. To cover part of the Middle West, east of 
Mississippi River. An opening for man experienced in traveling, and 
who has demonstrated his selling ability. State age, experience and com- 
pensation desired. Address Box 362, care ¢ of Harpw ARE AGE, New York. 








SALESMEN—PROGRESSIVE NEW YORK JOBBER requires a 
capable hardware salesman for Central or Southern New Jersey. Must 
be experienced in the iine, possess initiative, good character and person- 
ality. Write fully, giving references. Address Box H-297, care of 
Harpw ARE AGE, New York. 

WwW ANTED: AN EXPE! 
York Hardware Jobbing House for 
sion basis. Address Box H-372, care of 


Salary or commis- 
Ace. New York City. 


nearby territory. 
FIARDWAR!I 





RIENCED HARDWARE SALESMAN by a New | 





WANTED—RETAIL MERCHANDISING HARDWARE MAN. Give 
in your reply age, experience, sala fern \ when could report for duty 
and enclose references. Location “Sout ern West Virginia. Address Box 
H-358, care of Harpware Acg, New Yor 





POSITIONS WANTED 
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LOL LO Ml AM Ol A, Ol, il ly 


HARDWARE EXECUTIVE | 


Eighteen years’ experience in the manufacturing, warehous- 
ing, buying and selling of hardware and sporting goods 
with some of the most representative manufacturers and 
jobbers in the country. Excellent record which will stand 
strictest investigation. Available after January first, for 
«@ either factory or jobbing connection. Address Box H-353, 
( care of HARDWARE AGB, New York. 


cama 
=a 


desires sales connection which will prove mutually profit- 

















High Grade Experienced Engineer 


able. Has had very successful record with nationally 
known firms, holding territory and executive sales posi- 
tions. Location no object. Available January first. 





Write Box H-364, care of HARDWARE AGE, New York. 











EXPERIENCED hardware man in shelf, heavy and supply lines, now 
employed, desires to make connection with jobber or manufacturer. 
Twenty years’ experience as salesman, sales manager and buyer with two 











firms. Prefers the South. Address Box H-357, care of HArpware AGE, 

New York. 

) RESULTS COUNT! 

) December 7, 1926 
Dear Sir: 


Your recent letter received and will say that 
your little article is true. We purchased the 
business of X X X_ on November 16th. 

We are carrying a stock of about $15,000 
- and have already added several new lines which 
the old firm did not handle. 

Our stationery is not ready yet so kindly 
excuse this letter form. 

I am sure it would interest you to know 9 
) our purchase was brought about by an ad in i 
the ‘‘Hardware Age. 


Yours truly, 


Blank Hdwe. Co. 
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SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 











ATTENTION—Million dollar talk and penny 
I’m rather inclined to favor 
I favor making the im- 
May I help you do 
Address Box H-365, 


MANUFACTURERS, 
sales, or plenty of action and less talk. 
plenty of action and can give you all you want. 
pression on your prospect a welcome and lasting one. 
it with the hardware jobbing trade? Many thanks. 
care of HArpWARE AGE, New York. 





MANUFACTURERS’ REPRESENTATIVE DESIRES A LINE of 
builders’ hardware, tools or kindred specialty for Chicago and eventually 
larger towns in Illinois and Wisconsin. Have wide acquaintance with 
jobbers, retailers and department stores. Want to connect with reliable 
party able to give good service. Address Box H-361, care of HARDWARE 
Ace, New York. 





MANUFACTURERS, REPRESENTATIVE WITH ESTABLISHED 
trade in Electricay Supply lines, with car and New York office, selling 
lighting corporations, railroads, chain store syndicates, leading electric 
supply jobbers, guarantees extensive business to manufacturers of mer- 
chandise interested in this class of trade. Address Box H-343, care of 
Harpware AGe, New York. 





_ LINES WANTED FOR THE ORIENT—Manufacturers’ Agent of 
exceptional ability, successfully operating twelve years in this country, 
with greater ambitions, is interested in transferring operations to the Far 
East, where he has excellent connections, with a view of developing a 
limited number of lines at comparatively small expense to the manufacturer. 
Address Box H-363, care of HArpwaAre AGE, New York. 





ESTABLISHED FACTORY REPRESENTATIVE CALLING on the 
jobbers in Nebraska, Iowa, Minnesota and part of Wisconsin seeks one 
major line. Address Box H-370, care of HArpware Ace, New York. 








Let US Help You Word Your “Want.” 








SALES REPRESENTATIVES WANTED—Salesmen calling on hard- 
ware and mill supply trade, to handle Manila and Sisal rope, and wire 
rope; also hard fibre twines, direct from importing manufacturer’s stock 
in New York. Satisfactory commission paid promptly on accepted orders. 
Only desire men who have standing with their trade, and who know some. 
thing about rope. Write, giving references, territory covered. and how 
often. Address Box H-352, care of HArpWaArE AGE, New York. 





SALESMEN who have established trade with any of the following lines, 
to sell at wholesale prices to dealers on commission basis: Aluminum ware, 
enameled ware, oil cook stoves, which generate gas; gasoline lamps, lanterns, 
flashlights, radio and flashlight batteries, electric lighting fixtures and bulbs, 
electric appliances. State territory desired. The ENTERPRISE COM. 
PANY, Cincinnati, Ohio. 








STOVE SALESMAN, by large Central Ohio manufacturer of complete 
line of stoves and ranges, both gas and coal. Only men experienced in 
selling stoves to the trade need apply. Good salary for right man. Ad- 
dress Box H-371, care of HArpwWAreE Ace, New York. 





SALESMEN WANTED—lIn every State, to sell imported hardware to 
dealers. Large commissions. Exclusive territory. Opportunity for right 
party to become distributor. Address M. SEIDMAN, 1221 S. 17th St., 


Philadelphia, Pa. 
WANTED—Exclusive distribution of hardware and specialty lines by 
firm acting as Manufacturers’ Agents, in Pennsylvania hard coal fields. 
To be sold only to Jobbing and Department Store Trade. Address Box 
H-366, care of HArpware Ace, New York. 








COMMISSION AGENT in each State for manufacturer of hand tools 
and hardware specialties. Advise territory covered and houses represented. 
Address Box H-368, care of HarpwAre AGge, New York. 





SALESMAN TO CARRY AS SIDE LINE, axe, hatchet and hammer 
wedges; also hack saw blades. Address SAWYER BELT HOOK CO., 17 
Warren Ave., Pawtucket, R. | 











FORSTNER BITS 











The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 


arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 


boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 


- TORRINGTON, CONN., U. S. A, 





ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEVATOR 


. 


co. 








Get an “Edge” on Sales! 


Dealers are doing it with the Dazey 
“Sharpit.” It puts a keen edge on any- 
thing—knives, scissors, sickles, tools. A 
quick and ready seller—and a _ profit 


producer. 
DAZEY CHURN @ 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 























Efampion, Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 

Lamp Co. 
DanVers, Mass. 


*‘Licensed under the General Electric 
Company's Ineandescent Lamp Patents.’’ 

















American Can Company 








NEW YORK CHICAGO SAN FRANCISCO 

Lithographed 

ee metal displays 
jd and signs 











DOMES of SILENCE 


The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 
HENRY W. PEABODY & CO. 
17 State Street New York City ‘ 

















SAMSON CORDAGE WORKS 


MANUFACTURERS OF « SASH CORD. CLOTHES 
BRAIDED CORDAGE gap LINES, SMALL LINES 
AND COTTON TWINES ETC. SEWO/OR LAALOG 


BOSTON MASS. 


A 
L& 
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INDEX TO ADVERTISERS 





THB ADVERTISERS INDEX is published as s convenience and not as s part of the advertising contract. very care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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McKinney Manufacturing Company....... 18 
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New Haven Clock Company.............. 9 
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Peabody & Company, H. W............... 79 
Peerless Electric Company.............-. 3 
Progressive Manufacturing Company..... 79 
R 
Radiant Heat Corp. of America,......... 67 
Richards-Wilcox Manufacturing Company 53 
Rite Hardware Company...........+-+++:. 71 
Rixford Manufacturing Company........ 76 
Biesem Cai, Gash Gocccccccccccccesecece 75 
Robertson, Arthur R...........---se-e06. 76 
Rese G Brathore, Whe. ccc ccccccccccesess 73 
Ss 
Samson Cordage Works............. +++. 79 
Schatz Mfg. Company.........-.--seee05 73 
Standard Crayon Mfg. Company.......... 76 
DOE VEE ccc coc ctodesecocseccceccées 5 
Sterling Wheelbarrow Company.......... 76 
Stevens-Walden-Worcester, Inc. ......... 68 
Stewart Iron Works Company............ 76 
Stratton Manufacturing Company........ 76 
T 
Thomson Mfg. Company, Judson L.. seeee 80 
Timken Roller Bearing Company......... 6 
Trow & Holden Company..............-.. 76 
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Auto 
Shows 


NEW YORK CHICAGO 


Grand Central Palace Coliseum 
January 8-15, 1927 January 29-February 5, 1927 





The Latest and Best in cars— 
The Newest in accessories— 


with two new features— 


A light truck section 
A shop equipment section 


The Shop Equipment sections will be open to the trade only until 3 
p. m.—except on the opening day. This will afford factory service man- 
agers, wholesale distributors, dealers and service station operators an oppor- 
tunity to inspect in comfort the latest developments in service machinery and 
tools. In the late afternoon and evening the exhibits will be open to the 


public. 
TRADE DAYS 


At the shows the Trade Days, inaugurated two years ago, will be in force again. 
On Monday and Tuesday at both shows, the trade will be admitted until 1 p. m. 
Tickets for Trade Days and Shop Equipment sessions will be supplied to all who 


are entitled to them in advance and on application at the buildings. 


Auspices of National Automobile Chamber of Commerce, Inc., with the cooperation of Motor 


Accessory Manufacturers’ Association 


S. A. MILES, Manager 
366 Madison Ave. 
N. Y. City 
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530 Floor Sweeping Brush ( Old 
Faithful’), Made of special mixed 
hair body —high grade horse hair 
casing. Especially recommended 
for smooth and slightly rough 
floors. Can be furnishedin widths 
from 12° to 18". 





984—Fioor Brush. Designed for 
use with floor sweeping com- 
pounds. A stiff fibre center gives 
cutting effect and body to the 
brush. The casing, made from 
extra stiff, Pure Black Horse Hair, 
picksup finedirt. Widths 14" to 36". 





640 “Heavy Duty” Floor Brush. 
Made of select Palmyra Fibre— 
Staple set. Large flare on sides 
and ends makes sweeping faster 
—very g£00d for factories, garages, 
side walks orany heavy duty work. 
Widths, 14" to 30". 








399 Factory Bench or Machine 
Duster. Made of grey Tampico 
Fibre—staple set. Length of fibre 
2”—overall length 10”. 








421 Counter or Bench Duster. 
Made of Mixed Grey Hair—staple 
set. Length of hair 2%”—overall 
length 8". 





581— Counter or Bench Duster. 
Made of pure Black Horse Hair 
—staple set. Length of hair 2, 
—overall length 8". A modera te 
price brush for household or 
office use 

















16 “Black Bird’’ Floor Brush. Made of 
pure black horse hair—staple set. A high 


grade brush. Widths, 14” to 24”. 


Fast Selling Osborn 


Floor and Bench Brushes 


Hundreds of hardware dealers show a 
generous profit on their books each year 
on Osborn Floor and Bench Brush sales. 


Osborn has a world-wide reputation for 
making better- wearing brushes. They are 
extensively advertised. Sales are easy to 
make. 


The demand for floor and bench brushes 1s 
large and active. Stores, garages, factories, 
office and apartment buildings, homes 
—all need these better-wearing brushes. 


THE OSB0RN MANUFACTURING LOMPANY 


5401 Hamilton Ave. Cleveland, Ohio 


Makers of nationally advertised Osborn Blue Handle Brushes 
and Osborn Du-All Mops, Dusters and Polish. 
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A BETTER WEARING BRUSH FOR EVERY USE 











